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During the last few years, many manufacturers of various types 
of products have stopped manufacturing in their own plants 
special headed and threaded parts used in assembly. They found 
it more economical to buy from Upson. They found that Upson 
quality did not vary. They could purchase to meet visible re- 
quirements without expanding plant operations, increasing pay- 
rolls and power costs. 

With increasing business, many of these buyers will continue 
to obtain parts from Upson—because experience has proved that 
Upson specializes in headed and threaded items. 

Upson can take your specifications, outline a production plan, 
and fabricate more economically than most manufacturers. Here 
bigness, experience and craftsmanship combine to spell econ- 
omy for you. 


So send in your drawings and let our quotations surprise 
you pleasantly. 


UPSON NUT DIVISION 


Republic Stee 


CORPORATION 


GENERAL OFFICES CLEVELAND, OHIO 


When writing Republic Steel Corporation \or Steel and Tubes, Inc.) for further information, please address Department EP 








Cutting 
Cut-off Costs 


| Two Norton 
Abrasives... 


~ dfundum 
(rystolon 


Three Norton 
Bonds... 


Bakelite 
Rubber 
Shellac 


A booklet giving full information about 
Norton Cut-off Wheels will be sent o 
request —no obligation. 


Ake you taking full advantage of abrasive wheels in 
your cut-off operations? And are you obtaining the 
very lowest costs by using Norton Wheels? You'll like 
the way they eat through metals or non-metals, solid 
bars, tubing and other shapes. 


There’s a complete line of Norton Cut-off Wheels — 
from husky brutes for slashing through stone to paper-thin 
disks for slitting pen points. There are Norton field en- 
gineers who specialize on cut-off work —who can help 
you on your problems. Their experience is available 
for the asking. 


NORTON COMPANY, WORCESTER, MASS. 
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Vie Pan American Alrways te 
Central nad South America 


NATION - WIDE 


AIR EXPRESS SERVICE 


(AIR AND A/R-RAL/L ) 


everywhere in the United States 


ONE SYSTEM @ ONE RESPONSIBILITY © ONE WAYBILL 





Air Express now presents a nation-wide, uni- * Deliveries up to 2,500 miles overnight—coast-to- 
fied system which permits prompt pick- -up and Mresaagtis ees moana Night andd 

y ser <¢ . 
delivery practically everywhere. It is the fast- ee eee ree 


Shipments accepted prepaid, collect, or C.O0.D 
Prompt remittances. 
Practically any shipment packed in accordanc: 
* Prompt pick-up and special delivery of ship- with rail express regulations can be made by 
ments at no extra charge door-to-door — between Air Express. 
foreign Countrie, U' 5: and Canada and to 32 $50 free liability for 100 Ibs. or less; additional 
* Fast, co-ordinated service between swift trains liability accepted at 10¢ per $100. For prompt 
and planes now extends Air Express speed to serv ice or information eall or phone any 
23,000 Express offices throughout the country. Railway Express Office. 


AIR EXPRESS 


DIVISION OF 
RAILWAY EXPRESS AGENCY 


est medium of commercial transportation in 
the world with these outstanding advantages: 
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N this month, dedicated to the memory of one who 
couldn't tell even a tiny little fib to save himself 
from a boyhood thrashing, it might be interesting to 
install one of these new-fangled lie detectors in a typi- 
cal business office. As F. O. B. pictures the conse- 
quences : 
I. In the Outer Office 

Nalesman: Good morning, dearie. | have an appoint 
ment with the purchasing agent. (GONG) 

Reception Clerk: Sorry (GONG) but Mr. P. A. is 
tied up in an important conference just now. 
(GONG ) 

NS: But this is urgent. (GONG) Tomorrow may be 
too late. (GONG Personally, | wouldn’t mind, 
but I’m thinking of your company’s interest rather 
than my own. (GONG 

RC: All right, Ill ask him. 

Purchasing Agent (over phone): Let him in. 


Il. In the Sanetum Sanctorum 

SN: | just happened to be passing the building, so | 
thought I’d drop in to say Hello. (GONG) 

PA: Always glad to see you. (GONG) 

N: I have a proposition here that I wouldn’t make 
to every one. It’s very special to you. (GONG 
PA: Of course 1 wouldn't take advantage of any- 
thing like that unless it were open to all buyers 

on the same basis. (GONG 

NS: Well, confidentially, our price is going up next 
week. (GONG 

PA: O yeah? I happen to have talked with another 
supplier who’s going to drop his list 10 per cent 
tomorrow. (GONG) 

N: I never knock a competitor (GONG) but our 
product is the tops in quality —the best on the 
market. (GONG) 

PA: I’ve studied them all, and know their relative 
merits better than the manufacturers themselves 
do. (GONG 

S: Then, too, our staff of inspectors is instructed not 
to let a single sheet oo out if it shows the slightest 
imperfection. (GONG 

PA: Well anyhow, I’ve already contracted for my 
whole year’s supply. (GONG) 

S: That’s all right. I didn’t want an order today 
(GONG) merely wanted to leave this sample 
for your consideration. (GONG) 

PA: Your sample will be thoroughly tested and I’ll 


personally go over the report very carefully. 
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of Buying) 


(JONG | hope vour produet Tests well, for I 
like to do business with vou. (GONG) 

NS: Thanks, pal. You’re my idea of what a purchas 
ing executive ought to be. (GONG 


(At this porni the P. A. Presses a concealed siqgial 


hiutton heneath his desk ) 


RC (appearmyg at door): The President wants to se¢ 
you immediatel GiONG 

PA: Sorry that I have to break away like this 
(GONG 

SN: Okay. I'll be expecting vour order. (GONG 


PA: You'll hear from me, one way or another, within 
the next few days GONG 
All: W ll. vood by 
* * 


P. A’s Mother Goose 


llumpty Process tax went up to court. 
‘Dump Humpty out,’’ was the judges’ report. 
KDR ’s brain trust and his congressmen 


Couldn't put AAA together again. 


* x 


HE N.A.P.A prize contest on selecting the soure 
ot SUpPDpIA IS intended primarily to develop some 
useful information for purchasers. But we have 


hunch that a good many sales executives are going to 


study the findings with interest. 
* * 


‘lT’m not advocating a return to horse and 
buggy days.’ says the Old Line Buwe er. *Shaut 
[ don’t reeall ever see Ing a lot of horses 
marooned over night in the snow drifts along 


lhe streets 


* * 


Plan Now for New Orleans — May 25-28 


* * 


LCCCESS § seeret learn one new fact eaeh day 
While going over the commodity quotations r 
cently we ran across a report of the New York Prod 
uce Exchange on the Frozen Kee Futures market. 
That was certainly an eye-opener. All these years we 
have been under the impression that if there is any 


one thing without a future, it’s a frozen eee. 
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FLASH! Mrs. Anna Rosenberg, 
NRA Compliance Director for New 
York, closed the metropolitan ot- 
fices of that ageney on Jan. 30th. 
Yes, Elmer, Jan. 30, 1936. It is 
many months sinee the Supreme 
Court pronounced NRA to be dead. 
But it seems they forgot to say 
** positively.” 


x * 


Curious Cuthbert wonders 
whether this inflation that people 
are talking about is the same proc- 
ess that takes a limp rubber toy 
balloon and makes it beautiful, per- 
fectly and proudly rounded — and 
then makes it burst, not only limp 
again, but unfit for any further 
use. 


x * 


The modern spelling is paytriotism. 


x * 


H. R. H. Edward VIII made his 
reputation as super-salesman for 
the Empire. His purchase philos- 
ophy is summed up in the slogan 
‘‘Buy British’? and in his oft 
quoted statement, ‘‘I’d wear a new 
suit for every man I meet if if 
would help British trade.’’ 


x * 


To the Editor: 

I have just read the open letter 
which appears on page 2 of your 
December issue. The last sentence 
in that letter is particularly im- 
pressive. I wish you would pass 
on to the writer the Compliments 
of the Season from me. His idea 
ot the proper wording for a greet- 
ing card is splendid — ‘‘ An appre- 
ciation for an honest effort to give 
a square deal to every one, inelud- 
ing my own company.’’ 

The man who makes that honest 
effort is the man with whom other 
men, be they salesmen, purchasing 
agents, general managers, superin- 
tendents, or whatever may be their 
place in life, like to have business 
relations. 

G. A. B. 
Sales Manager 
Worcester, Mass. 
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DOES YOUR SHIPPING 
BOX ALSO CREATE A 


D2ESSLOW. 
NEVER SAY “YES” IF 


THE ANSWER IS ////,,« 


@ Colorfully printed exterior designs on 





your shipping boxes advertise your products 
to thousands. They place your name in 
the spotlight of attention, promote product 
acceptance, stimulate sales. It is easy to 
make your shipping box create a good 
impression when Hinde & Dauch artists, 
designers and engineers analyze your prob- 
lems and solve them as they do annually 
for hundreds of manufacturers. « « 


THE HINDE & DAUCH. PAPER CO. 


340 Decatur Street, Sandusky, Ohio 





@ Your shipping 

box will carry your 

product safely and 

J make a good im- 
y pression if it is made 


by H & D. 












ALLEGHENY = We Finery 


> 


$13]91S SSIIN\ 


| 
| 








ee ee 













New Booklet Shows Possibilities 


The Beauty — the Popularity and the Enduring making money through the use of Allegheny 


Radiance of Allegheny Stainless is interestingly Stainless. If you now use stainless or are con- 
presented in the new booklet shown above. It sidering the possible use of this precious metal of 
has innumerable applications in all lines of industry — write us on your letterhead giving the 
| industry where longer life, improved appearance application and we will send you a copy of this 
4 and increased saleability of products are important new book.* Address the nearest Ryerson plant. 


factors. The many and varied uses shown in the 


*As our supply is very limited, we find it necessary to confine the distribution of this 


book may suggest to you new opportunities for seven color booklet to those actually using or considering the use of stainless steel. 


JOSEPH T. RYERSON & SON, INC., Steel-Service Plants at: Chicago, Milwaukee, 
. St. Louis, Cincinnati, Cleveland, Detroit, Boston, Buffalo, Philadelphia, Jersey City. 


RYERSON STEEL—-SERVICE 
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BUYING AGAINST INFLATION 


F any further proof were needed in support of the 

contention that industrial buying is not a specu- 
lative operation, it is to be found most convincingly 
in the current policies of representative purchasing 
agents. At this time when the business community 
venerally is greatly disturbed at the prospect of fur- 
ther curreney inflation, when quickened activity in 
construction and the heavy goods industries reflects 
the urge of capital to convert financial resources into 
plant and equipment, and when the stock market 


ee 


tingles anew with each tip on ‘‘inflation stoeks,’’ in- 
dustrial supply buying is marked by a tone of moder- 
ation. 

The apparent ineffectiveness of inflation threats 
as a selling argument in this field may require some 
explanation. Are purchasing agents as a group in- 
sensible to this very real situation? Are they unin- 
terested in the possibilities of inventory profits? Do 
they fail to recognize that fluctuating curreney values 
are as real a factor as fluetuating commodity prices? 
These are but a few of the questions that have been 
raised, with the inference that the purchasing frater- 
nity is due to be caught flat-footed in the event of 
any sudden inflationary manipulation. 


But such a conclusion is borne out neither by the 
facts of the situation nor by the principles of scientific 
buying. 

Inflation and the fear of inflation are not the 
children of 1936. They were live issues a year ago, 
freely discussed at the N.A.P.A. convention last June, 
when the consensus was to the effect that ‘‘inflation 
is not a coming development ; it is already here.’? In 
other words, in respect to theory and thought concern 
ing the situation, purchasing agents are perhaps a 
step ahead, rather than a step behind. 


Now as to actual buying policy under these cireum- 
stances, our most accurate barometer is the monthly 
report of the N.A.PLA. Business Survey Committee. 
This report indicates that up until last fall, buying 
interest was generally confined to current needs, and 
the buyers’ attitude toward commodity markets was 
highly selective, showing the recognition of certain 
lavorable spots without committing industry to any 
Wide spread poliey of longer inventories. But in 
September a more extended interest was apparent, 
as western and middle western buyers started to cover 
f 


r one to three months in advance. In succeeding 


months, this trend became steadily stronger, until the 


PeBRUARY 1936 


The farchasers Irewpernl 


end of January showed buyers in all sections of thi 
country anticipating requirements from two to s 
months ahead. If eurrent acute fears of inflation d 
materialize, the majority of purchasing men will 

be unprepared, nor will they be stampeded into 
tion, tor they have an ample margin of time in whic 
to study the development, to estimate its effect up 
business activity, and to adjust their buying prog) 
accordingly, 

But it should be noted that this lengthening 
buying policy has not been prompted primarily b 
inflation. Rather, it refleets the broadened scop 
business activity In recent months, the assurance 
market outlets for manufactured products for a 1 
sonable period in advanee, heavier manutacturin: 
schedules, and the gradually lengthening time 1 
quired for delivery in several fields. The absenc 
these factors in the earlier stages of the inflat 
process furnished the positive and effective che 
against a more general and immediate buying responss 
to the ascending price curve. 

Which brings us to a consideration of the basi 
principles of industrial purchasing as they app 
such a situation. 

1. Purchasing is a service function. Its prim 
responsibility is to keep the production depariment 
amply supphed with the necessary materials and 
plies to support the manufacturing schedule, pro 
ing a margin of safety against emergency requ 
ments and the threat of interrupted operation 
always with a minimum of investment and carr 
cost. Paper profits have no place in such a se 
Turnover is a factor of prime importance. Thi 
chase must be translated into a sale before it becon 
While coverage 0! 


-and generally insured 


effective in a profit sense. 
materials is indicated 
contract and made-to-order products, turnove 

standard stocks is first of all a matter of sales 
pectancy. If speculation is to have a part in comp 
policy, it must appear first of all in the produc 
schedule, and the purchasing policy will natu 
follow suit. Nothing is more useless, more expens 
and more pregnant with potential loss than an in 

tory accumulated without a reasonably predict 
outlet at or above current values, and it is the resp 
sibility of the purchasing department to guard ag: 

this loss. 

») 


2. Reeovery of costs. The factor of turnoves 


points out an important difference between pure 





| ) 

















of materials and supplies on the one hand, and plant 
and capital investment on the other. The former, 
which is the purchasing agent’s chief concern, at least 
insofar as policy determination is involved, consists of 
a series of successive transactions, each of which is in 
a sense complete and final within itself. The purchase 
price is not a repeating factor; it sets up no element 
ef cost or burden beyond the particular transaction. 
Even if a strietly hand-to-mouth purchasing policy 
may occasionally, in extreme cases, involve the pur- 
chase of new supplies of an item at a greater cost than 
the realized price for the previous lot, if the purchase 
price is consistently attuned to the market for the 
finished product it will result in a series of small unit 
profits and a fresh start with the same favorable ex- 
pectation. 

Plant and equipment, on the contrary, set up per- 
manent and recurring charges which affect every sue 
ceeding operation, and are recoverable only through 
the process of depreciation and replacement charges 
over a longer period. These are what largely deter 
mine the relative position of a company in its industry 
more or less permanently, and investment in such 
facilities at favorable levels preceding any long-term 
rise in costs, is a fundamental management problem, 
with effects infinitely more far reaching than the cor 
responding problem in regard to material purchases. 

3. Competitive costs. The cost phase of purchas 
ing responsibility has frequently been definied as keep 
ing one’s company in a competitive position with the 
rest of the industry. If this were taken literally, it 
would mean that current market levels at any given 
time are of relatively slight importance, so long as 
all buyers are paying the same. But since the deter- 
mination of ‘‘right’’ price by scientific and progres 
sive buyers constantly sets the pace, it does place 
purchasing men as a group upon their mettle to pro 
cure real values and to hold down material costs in 
their own products to a ‘‘right’’ level. 

What this statement of principle really acco: 
plishes is to denounce the habitual petty chiseler, and 
to fix the responsibility for competitive business suc 
cess where it properly belongs on teehnieal and « 
sign leadership, on operating and marketing efficiency. 

4. Anticipating the market. Basically, purchas 
ing poliey follows the price cycle by prescribing ad 
vance buying upon a rising market (being careful not 
to buy beyond the peak) and buying for requirements 
only when the market is in the declining phase. 
Analysis of buying practice during the late long de 
cline and the current advance shows that this prin 
ciple has been, and is being, observed. Further ew 
rency inflation is one, but only one, factor contribut 
ing to a rise. Its effeet on prices and buying will be 
one of degree rather than a change in essential nature. 
It will not condone speculative buying unless specula 
tion is accepted as a principle of company manage- 
ment. 
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PERMANENT EMERGENCY ? 


ILE impending national political campaign has 

focused popular attention anew upon the whol 
recovery program. Three years ago, industry, along 
with the rest of the nation, was pretty solidly behind 
that program. The marked change in sentiment today 
is not a repudiation of that earlier attitude. 

The Reeovery Act was hailed in 1933 as sound 
legislation for that time, and as an emergency 
measure. We may forgive and forget the abuses that 
a.tended the working out of the program — the claim 
of *‘super-emergencies’’ to justify extreme code pro 
visions designed to achieve special privileges and im 
munities, and other abuses which hastened the legal 


collapse of the plan. A chief issue today, which has 


cut sharply across party lines, is whether we as : 


nation shall resign ourselves to a condition of per 
manent emergency in the extension of those policies 


1 


bevond the period ot need. And more and more cit! 
zens are insisting that the answer is ‘*No.”’ 

There has been from the start much avowal and 
promise that the emergency measures were to be con 
sidered merely temporary that when the erisis was 


passed, industry would not only be permitted, but 
would be expected to take up its proper burden once 
more. In many respects, though not all, that crisis is 
definitely over, and industry is ready and eager to 
take up that work, with all due oratitude tor the 
national concern and aid during the darker days 
sut when it comes to the point of actually relinquish 
ing governmental control, there has been a strange 
reluctance to let go 

A pertinent case in point is the holding of vast 
cotton stocks under the CCC and the Cotton Pro 
ducers’ Pool. According to reliable estimates, the 
former ageney holds approximately 414 million bales 
on loan, while the latter agency has an interest 
amounting to 600,000 bales spot, and 800,000 bales in 


futures contracts 


The proposal of the Senate Committee on Agri 
culture that this stock be now systematieally liqui 
dated at a fixed weekly quota, and without regard to 
the pegged price, is highly commendable. At 20 to 
25) thousand bales a week, it would not even remotely 
resemble a dumping program. It would eut short a 
tremendously expensive process of holding. For four 
years it would be a healthy check against excessive 
planting. It would afford imme 
diate relief from present short 
ages of the higher grades, And 
most important of all, it would 
remove the greatest single mar 
ket uncertainty that now curbs 
normal operation, and would 
serve as a heartening pledge that 


vovernment 


really intends to 


withdraw from the field” of 





business, 
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N. A. P. A. CONVENTION CITY 
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it 
; May 25-28, 1936 
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n- 
al 
7 CANAL STREET 
‘ For five and a half miles, from Eads Plaze on the Missis- 
ey 1 sippi River to Lakefront Park on Lake Pontchartrain, this 
“dl ; magnificent 171-foot street traverses the Convention City. 

j One of the world’s famed thoroughfares, it was rebuilt in 
id > terrazzo marble eight years ago at a cost of three and a 
m q half millions. Brilliantly illuminated, it is the scene of the 
oe : Mardi Gras revels. On the left is modern New Orleans, 
om > pulsing nerve center of the nation’s second port. On the 
1 right is the aneient city, rich in historical associations, piec- 
™ turesque, unique. 
to 
he 
vs. * 
sh- 
ar 

PLACE D'ARMES 
ist 
ro- > The heart of Old New Orleans, laid out in 1718, over which 
he have flown the flags of Franee, Spain, and the United 
les States. The buildings, left to right: the Cabildo, 1795, 
est where the transfer of Louisiana to the United States was 
in consummated in 1803; St. Louis Cathedral, 1794, built on 
the site of Louisiana’s first church; the Presbytere, origi- 

Yi nally used by the Catholie priests, now a State museum ; 
ui- Pontalba Building, oldest apartment style structure in this 
to 1 country. In the foreground, Jackson Square. 
to 4 
ely ; 
ta * 
mur : 
ive 


OLD MAN RIVER 


The mighty ereseent of the Mississippi embraces the city 
just before the yellow flood is mingled with the clear blue 
Waters of the Mexiean Gulf. At this point the Father of 
Waters is 2800 feet wide and 200 feet deep. $100,000,000 
» worth of docks and terminal facilities line its banks. In 
the lower left hand corner of this view are Audubon Park, 
and the campuses of Tulane and Loyola Universities. The 
hew Iluey P. Long Memorial Bridge spans the stream just 
off the picture, to the left. 
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The Purchase of 


LIGHT WEIGHT PAPERS 


rece advantages of thin papers 
of the onion-skin and manifold 
variety for multiple typing and 
economy of filing space have long 
been recognized among purchasing 
agents. With the advent and in- 
creasing importance of air mail, 
and the steadily increasing volume 
of foreign commercial correspond- 
ence, both involving premium 
postage rates, and with the build 
ing of far-flung branch plant and 
distributor organizations, involving 
an inerease in volume of mail at 
normal postage rates, another fae- 
tor — weight reduction — has been 
introduced, that offers noteworthy 
potential savings and is decidedly 
worthy of the purchasing execu- 
tive’s serious consideration. Manu- 
facturers of thin papers have an- 
ticipated this situation by the pro- 
duction of thin, light weight papers 


of high opaqueness and tough, dur- 





i H. PatOotiE 

| FONSRONS 
PURCHASING |}! 
AGENT 























Says Hi-Pressure Pete: 


Contacts are the things that 
count, The busy line is the only 


one on which any business is done. 
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One hundred seventeen practical buyers 


contribute of their experience in this 


survey of purchasing policy and practice 


able quality comparable to that ob 
tained in heavier standard weights. 
One hundred seventeen purchas 
ing agents, representing companies 
of medium size outside of the paper 
industry itself, contributed to a 1 
cent study of this field, made by 
THE EXECUTIVE PURCHASER. Whil 
the inquiry was specially directed 
to the correspondence uses of thin 
papers, it developed other informa 
tion of interest as well, with regard 
to the purchase and use of this 


product. 


USE OF THIN PAPERS 

One hundred eleven of the buvers 
reported on their annual requir 
ments of thin papers for all uses 
Of these, twenty purchase none 
forty-nine purchase moderat« 
amounts, up to an aggregate of on 
case annually, mostly in- broke 
case lots; thirty-two purchase from 
one to ten eases annually; ten pu 


chase more than ten cases a vear, 


the largest single amount reporte 
being eleven tons. This eompila 
tion is strictly confined to purehases 
for aetual company use, and ex 
cludes one report of ten to twelve 
earloads annually for production 
purposes. 


In other words, 82 


per cent, o1 
slightly better than the proverbial 
‘*four out of five,’’ find advantage 
and economy in the use of some 
light weight papers, even thoug! 
the amount of their requirements 


may be relatively small. 


Of the ninet yv-one users, torty 
seven, or slightly more than halt, 
have adopted sueh papers for air 
mail, branch offiee and foreign cor- 


respondenee. A significant feature 


of this section of the report is the 
extent to which companies using 
ight weight papers for one of the 
three specifie correspondence pul 


poses mentioned, have extended that 


use to the other fields as well. Thus, 
among the forty-seven, thirty-eight 
ist branch office letters, thirty-six 
list air mail, and twenty-six list 
foreign mail. Further, it is inter 
esting to note that the reason most 
Oe rally expressed (twenty-one r 
piles for failure to make this use 
of the product is that the requir 
ments for these particular purposes 
were negligible, which is quite w 
derstandable m view of the facet 
hat the InNquUIrS Was deliberately 
addressed to companies of medium 
SIZ Kour replies state that these 
ises have been considered but not 
adopted 

Other specific uses which wer 
voluntarily mentioned inelude: ex 
tra office COPIES ; confirmation 0 
wires and correspoudencee ; forel@) 
invoices; multiple tvpewriting (on 
‘orrespondent says, ‘‘Splendid fo 
multi-carbon reports, making ten at 
one typing’’); order forms in du 
plicate;: invoice sets of five copies. 

Among the twenty non-users (15 
per cent) nine base their objections 
on the diffieulty of handling an 


Continued on page. 
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25% 
greater production efficiency on this 
lathe was attained by the application 
of a variable speed transmission. 


Fig. 1 


THE 
IMPORTANCE OF 


VARIABLE SPEED CONTROL 


FRANCIS A. WESTBROOK 


Consulting Engineer 


iE importance of accurately controlling the 

speed of machinery is becoming more and more 
generally reeognized as ever greater efforts are being 
made in the direction of eliminating waste and _ in- 
creasing the efficiency and economy of industrial 
produetion. 

In operations involving the use of machinery, the 
motor drive has been widely adopted, and the con- 
stant speed motor is the least expensive to buy and 
to maintain. Variable speed motors may be obtained, 
but they are expensive; sometimes they are fussy to 
keep going, and in many eases wasteful of power. 

It is diffieult to realize a great degree of accuracy, 
especially where it is desirable to synehronize the 
operation of several machines which should be run at 
different speeds. For instance, it is frequently desir- 
able to drive two or more machines, such as a con- 
veyor and some other mechanism, all involved in a 
close sequence of operations, from one motor. To 
obtain proper synchronism between them it becomes 


ot 


great advantage to interpose speed control devices 
at various points. And where under various condi- 
tlons it is necessary, or economical, to run the group 

different speeds for different products, close ad- 
justments are almost essential. In a great many in 
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stances this can be realized best by the use o1 
speed devices rather than by the use of different 
levs, gear reductions and so forth. 

Several reliable manufacturers have on the n 
variable speed transmission units which may be 
duced for use with existing motors and machines 
comparatively little trouble and expense and w 


the need of junking otherwise satisfactory equi] 
In addition to this, many machinery manutfact 
now ineorporate such speed control units as 


tegral part of their produets, because of the 








COVER PHOTO 

Oe process manufacturing « 

pends for its sueceess on the synchronizat 
of various steps in the process, and this in tu 
requires (1) flexibility and (2) positive sper 
control. The operation here illustrated is a s¢ 
tion of the packaging department of the Keeb| 
Weyl Baking Company, Philadelphia. Al! 
tographs by courtesy of the Reeves Pulley ( 


pany, Columbus, Indiana. 

















ee es Re eee ee 


eRe ~ pe 


>. Pg sar 











spread need, under present conditions, of accurate 


speed control, 

Such variable speed control units, of the mechani- 
cal type, have been developed to a point where they 
are very dependable, cost very little to maintain, and 
where the speed variations may be automatically con- 
trolled as quickly and as surely as the speeds of steam 
engines by means of their governors. Remote electri- 
eal control by means of push buttons at convenient 
stations is also possible. Thus, automatic controls have 
been developed that operate by variations in liquid 
levels, turbidity, weight, tension, thickness, vacuum, 
humidity, register, voltage, current and so on. 

It is hardly necessary or appropriate to go into 
the technical side of the construction of such units 
here. They vary with different manufacturers, and 
practically all of these potential suppliers maintain a 
staff of trained engineers, who are well qualified to 
give advice covering specific applications. However, 
it will be very much to the point to tell about a few 
instanees of concerns in different industries which 
have installed variable speed controls and so give 
some idea as to what has been actually accomplished. 

An excellent example of synchronizing the per- 
formance of several machines forming a complete 
eyele of production is found at the Keebler-Wey] 
Baking Co. of Philadelphia for controlling the pack- 
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DIAL CONTROL. Operating officials have determined 
the proper speed, actual and relative, for both the press 
and feed roll in the proper handling of each regular class 
of work. This information has been charted and is in- 
corporated in the working instructions for each run. The 
machine operator has only to shift the two speed controls 
until the proper numbers are indicated on the dials. Per- 


fect synchronization at efficient operating speed auto- 


matically ensues. Fig. 2 


aging of some of its products, as shown in the cover 
illustration. There are two complete packaging units 
here and each consists of a bottom sealer, a liner and 
an elevator. Each item of equipment is driven by its 
individual constant speed motor. It is, of course, 
essential to svnehronize the speeds of these pieces ot 
equipment so that the eyele will run smoothly, and it 
is also desirable to change the rate of output, depend 
ing on the number of operators available and the pro 
duction schedule. Consequently eaeh motor drives 
through a variabli speed control unit, and it is Pos 
sible to vary the output of each packaging unit trom 
16 to 48 cartons per minute. An interesting point of 
this application is that the machinery was not origi 
nally equipped with variable speed control, but this 
feature was installed afterwards. In addition to these 
eontrol units there are several others in the plant fon 
use on the eracker ovens, sugar feeders, and so forth. 

Variable speed control is being used more and 
more for machine tools as their speeds are of such 
vital importance from the standpoint of both the 
quality and quantity of production. The aceurate 
handwheel control makes the desired speed adjust- 
ments very easy and quick, and instantly changeable 
at the will of the operator. Kig. 1 shows a Hendy 
lathe at the Detroit plant of Graham Motors Corpora 
tion, which has been provided with one of these con- 
trol units. It is stated by the officials of the company 
that the efficieney of the machine has been increased 
by 25% by this application. 

A very interesting and practical arrangement of 
variable speed controls is shown in part in Fig. 2. 
This photograph is of a Waterbury Farrel automatic 
press driven by a 714 hp. motor and installed at the 
plant of the Master Lock Company of Milwaukee. It 
handles steel stock from 1/40 to 3/32 inches in thick- 
ness and from 1 to 55g inehes in width. By means of 
the variable speed control mounted on top of the press 
it may be run anywhere between 50 and 500 strokes 
per minute. The stock comes to the press from a feed 
roll also equipped with a speed control unit so that 
the two machines may be synchronized properly to 
work together. Each control unit is provided with a 
dial indicator corresponding to various speeds, and is 
very easily set by the operator for the desired speed. 
This makes it possible to give full instruetions at what 
speed to set the machinery for a given run, as a speed 


Continued on page 39 
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@ A significant study of the edu- 
: cational, training, and experience 
background of 175 representative 
purchasing men, and the factors 


they consider in selecting person- 





nel, 


1 

t @ Acknowledgment is hereby 
0 made to these buyers who con- 
: tributed to the study, and to 
; George A. Renard of the N.A.P.A. 
t and George E. Price, Jr., of Good- 
d year Tire & Rubber Company, 
9 who analyzed the returns. 
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REPARATION 
for PURCHASING 


HIS study was prompted by the problem of two purchasing direct 

in search of personnel, who sought the advice and opinion of their f 
buyers as to the qualifications of education, training and experience mos 
desirable in making their selection, to the end that these men ealled int 
purchasing work might be best fitted to aecept the responsibilities o1 
position and to develop the capacity for executive leadership in purchasit 
The results of that inquiry indieated certain definite trends of thought 1% 
evarding the essential prerequisites for accepting purchasing responsi)! 
and the most desirable preparation for a purchasing career, as seen by mei 
actually engaged in the work, averaging better than ten vears of buy 
experience, and whose ranking in their respective company organizations 
indicates their personal success and their eapability to express an inte! 
gent, well founded opinion. It suggested the advisability of making 
further study to determine the actual background of these representati 
buyers. A summary of these two studies affords the most significant and 


comprehensive analysis of preparation for purchasing, in principle 
practice, that has ever been available. 

The inquiry was conducted under the auspices of the National Ass 
ciation of Purchasing Agents. One hundred seventy-five members ¢ 
tributed to the study —a highly representative group, geographically d 
tributed throughout the entire roster of member associations from coast 
coast, each individual being either an officer or national director of his | 
association, or a national group or committee chairman. The returns ha 
heen analyzed by George A. Renard, N.A.P.A. Seeretary, as to the actu 
background and experience of the participants, and by George E. Price, J) 
of Goodyear Tire & Rubber Company, Akron, as to seleetion and ti 
ing of personnel. Their analysis and comment has been drawn upon 
making this summary, which considers the two studies in a parallel light 
aid in a comparison of the two viewpoints. The figures in each case h 
been reduced to a percentage basis in order that the relative weight 
opinion and experience may be shown with a common denominator. — It 
natural that the factual data on actual cases presents a wide diversit) 
background ; it is significant that opinions on the ability and qualification 
of men who wish to enter purchasing and reaeh executive standing are 
less varied. Experience teaches. 

The study covered a wide range of sizes and types of business orgat 
zations, involving many special problems. On this point, Mr. Renard 
serves ; 

‘*The most suitable education and training for a specifie purchas 
Job in a specified organization may be possible to determine, but when 
job is any purchasing position in any organization, large or small, produc 
processor or distributor, the variables are too numerous for any but gen 
designations. Accepted principles of management divide personne! 
line and staff classifications. Staff exeeutives are qualified by trainii 
edueation and experience, to analyze the problems and determine the p: 


} 


cies of a particular section or function of the organization. Line person 
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is composed of department heads, assistants and cleri- 
eal help, who execute the orders of the staff to permit 
smooth operation of the plans and procedures that 
have been formulated. The size and type of organi- 
zation may determine whether purchasing is a staff 
position which demands research and thinking, or 1s 
a line function executing plans and procedures that 
are formulated and directed by a staff executive. 

Ability, income and responsibility would be greater 
in a staff position than in a line position in the same 
organization, vet an important line position in one 
organization may require greater ability and _ offer 
more responsibility and income than a staff position 


in another.”’ 


EDUCATION 

The first basis of classification, which offers a con- 
venient and revealing method for later analysis, con- 
siders the extent of formal or school edueéation. It 
shows that 16% of these buyers (hereafter referred 
to as Group 1) had ne had a formal high school edu 


oh school. but no Col- 


eation. 39% (Group II) had hi 
lege education. 45% (Group II1) had completed a 
college education, and nine in this group had post 
oraduate work in addition: two in business adminis- 
tration, two in law. two in economies and finanee, and 
one each in engineering, chemistry, and publie admin- 


istration. 


















































In all three PrOUDpS, special edueational studies 
were reported — extension and night school work, and 
purchasing agents association activities. No attempt 
} } } ‘ os +] a 
has been made Oo evaluate these extra-curricuilal 
studies, although their value is admitted. 

PosT GRan 
Post 
COLLEGE 
AIGH COLLEGE 
ScHoot 
Sé£LF 
EDUCATED 
Educational Background Preference 


In the selection of purchasing personnel, the value 


of edueational backe1 und is emphasized by the ex- 
er of . VV? 


pressed preterence of 75% for college trained men, 


9% of whom stressed the desirability of further, post 
graduate training. 2% express the opinion that a 


minimum of high school or business school training is 
desirable. These figures are further subject to analy- 
sis by considering the type of position open. For 
appointment to a responsible purchasing position, the 
preference is for a college graduate in an industrial or 


engineering course, combined with business adminis- 
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For subordinate positions, high 


school or business school oraduates are specified. In 


tration and finance. 


the selection of beginners to train for future respon- 
sible positions, college graduates are again preferred, 


but without the specification of courses noted above. 


AIMS IN EDUCATION AND TRAINING 

An interesting point to consider is the extent to 
which education and training were undertaken with 
a definite aim in view, i.e., whether this formal prepa- 
ration for executive duties was consciously planned 
and directed toward a specific line otf work. In this 


connection, it is important to bear in mind that all 


Education MNO SPECIFIC Alm 


Tra ‘ ~ 
rer ag | pur Ne sPpEecieic AIM 


Grove IT PYRCHASING 


Edvcation 


4 
= 
a 


No SPECIFIC Aim 
Training PUR. No SPECIFIC AIM 


Grove IT PYRCHASING 


Edecation 3 Ne SPEC. Aim 


Framing ; Ne SPECIFIC AIM 


Grove IT PURCHASING 





ot the cases ve event Lally led up to responsible 
purchasing pos TIONS, SO that this specialized or diree 
ng may be considered at least pertinent 
hasing work even though the actual! 


purchasing assignment mav not have been the origina! 


It will be noted that such planning bears a direct 
relation to the extent of formal education. In Group 
d no fundamental educational aim, 
hough 11% indicate that their extra-curricular studies 


In Group Il, 25% 





education for a specific phase ot en 
deavor: accounting 10%, engineering 9%, purchasing 
44%, teaching 1.5% In Group LIT, 48% had a defi 
nite plan of studv: engineering 24%, accounting 5%. 
management 3.80, purchasing 1.36, the remainder 
distributed among medicine, law, chemistry, teaching. 
Sel nee, j d ot ology 

As to training, a similar relationship is found. In 
Group I, 14% were trained for a specific phase of 


} 
{ 


‘-hasing. In Group IT, 23.5% had 


business, all for pur 


specialized training: purchasing 19%, accounting 3%, 
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management 1.5%. In Group III, the percentage 


rises to 319%: purchasing 23%, accounting 4%, engi- 





neering 2.5%. 

A significant point in this analysis is the extent 
to which engineering education is applied to purchas- 
ing, for we find nineteen of the men edueated for 
engineering and one for purchasing, while eighteen 
were trained for purchasing and two for engineering. 
All of them, of course, have eventually been assigned 
to purchasing work. 

EXPERIENCE 

In actual departmental experience, Group I, with 

an average of more than ten years’ experience in the 


purchasing department (several having more than 





twenty years), shows the following record: 85.7% 
‘ had training in the purchasing department, 50% in 
production, 46.4% in accounting, 35.7% in stores, 


28.6% in sales, and 10.7% in engineering. 










































































PURCHASING 85.7 
PRODVCTION So 
ACCOUNTING 6.4 
STORES 35.7 
saces | 28.6 
ENE) 10,7 
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GRovP 2 
j PURCHASING 73.7 
1 PRODUCTION 53.2. 
. AccT'’¢ 31.6 
STORES 33 
SALES 44,3 
ENG, 36.7 
GRovPp 217 





Group II, with an average purchasing service ree- 
ord comparable to that noted above, shows that 100% 
had training in the purchasing department, 57.4% in 
accounting, 55.9% in production, 50% in_ stores, 


NO Nn ° or . . . 
o.5% in sales, and 22.1% in engineering. 










FEBRUARY 1936 





mM SKIMPED STOCKS 
ARE BEING REPLENISHED 


“SHELVES” are loading up in tune with 
the new prosperity—and this calls into 





action the many inherent qualities of 
HOWARD BOND. It is only natura! 
Howard Bond would be called upon for 
the important duty of keeping stocks in 
order. In every line of business, expe- 
rience has proved Howard Bond, the 
world’s whitest bond paper, is the idea! 
paper for letterheads and commercial 
forms... . A trial will confirm this. . . 

Write today for the Howard portfolio. 


“THE NATION'S BUSINESS PAPER” 


Compare it! Tear it! Test it! And you will Specify it! 


THE HOWARD PAPER COMPANY, URBANA, OHIO ™ 
Send me the new Howard Portfolio. 


NAME 
FIRM ___ 


ADDRESS ; ree 








CITY & STATE 





(Please attach to your business stationery) 
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Group III has a lower average length of service 
in purchasing than the other two divisions, but many 
93.7% 


reported ten to twenty years in such work. c 


had training in the purchasing department, 53.2% in 
production, 44.3% in sales, 36.7% in engineering, 33% 
in stores, and 31.6% in accounting. It may be that 
the amount of case data available in this study is not 
sufficiently great to form the basis for any very sig- 
nificant generalizations, but it is worth noting that in 
this group, having the most extensive educational back- 
ground ; the technieal aspect ot engineering experience 
is higher than in the preceding groups, while the at- 
tention to the more routine phases of stores and ae- 
counting is less apparent. The somewhat shorter serv- 
ice record may be an indication of more rapid ad- 
vancement to a position of responsibility in purchas- 
ing, though there is no direct data to support such a 
conclusion. 

In the training of men for purchasing positions, 
the replies indicated that none of the concerns repre- 
sented in the study maintain a regular course of train- 
ing in the purchasing department. A few of the 
companies have general training courses for new em- 
plovees, from which the purchasing department may 
draw personnel. Such courses are particularly in 
evidence in the large organizations that make a prac- 
tice of employing college graduates to train for various 
branches of the business. 25% of the replies indieate 
that competent men should be in training in the pur- 
chasing department for advancement. 39% express 
a preterence for men trained in the purchasing de- 
partment to those trained in other departments of the 
organization. None indicate that such training should 
be entirely in the purchasing department. 

For appointment to a responsible purchasing po- 
sition, 15% consider production department experi- 
ence desirable, but only one ease expresses a prefer- 
ence for a man trained in the production of the ma 
terial he would buy. 

For selecting beginners, 15% commend drawing a 
man from the production department, and 10% from 
the stores department. 

As a means of training for purchasing responsi- 
bilities, 25% commend experience in stores, 20% in 
the receiving department, 7% in the shipping depart- 
ment. Two replies express a desire for traffic depart - 
ment training, and one places special emphasis on 
sales experience. 


WHERE TRAINED 


An interesting point is raised concerning whether 
experience and training is obtained wholly within 
one’s own organization, or in some other. 

In Group I, 25% of the buyers have been con- 
nected only with their present company, receiving all 
their training and experience within the one organi- 
zation. The average number of positions held was 
very low — less than three. 
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In Group Il, the average number of positions held 
was slightly higher — a little over three, but 58% re- 
ceived all their training in their present company. 

In Group III, the average number of positions 
held was still higher — slightly under four, and 30% 
received all their training in their present company. 

In the selection of purchasing department per- 
sonnel, there is a decided preterence for men trained 
within the organization. This is particularly true as 
a matter of policy in selecting personnel for subordi- 


nate positions or in choosing beginners with the idea 


of training them for a purchasing position. In search- 
ing for an experienced man for a responsible purchas 
ing post, 50% are definitely of the same mind. 7% 


indicate that they would just as soon have a man 


trained in another company, while 3% express a pret 
erence for this type of training. 

Typitving this latter viewpoint, the following 
statements are ot interest: 

Sprung Vian ‘acture) ‘*Seleetion of personne 


for a smaller organization might well come trom the 
larger organizations where they have had extensive 
experience in developing and traiming purchasing 
agents through the work of buying for different ce 
partments - 

Vachinery Manufacturer: ‘If neeessary to ob 
tain an experienced man for a responsible purchasing 
position, | would prefer to obtain a man trained by 
another organization. Such a man might have con 
siderable value on account of new ideas he might 
bring into our organization.’”’ 

But tar mort frequently, the replies are similar to 
the following excerpts: 

Hardware Manufacturer: ‘*We would go to an 
other company tor a man only if one were not avail 
able in our own.’”’ 

Abrasive Manufacturer: ‘*We would look around 
our own organization first.’’ 


y 
] 


Automob Accessory Vanufacture rs +e RO first 


credentials would be: a man conversant with the ma 


ne 1s to purchase, 
I 


terials trained in my own organiza 


tion and previously connected with stores and pro 

duetion.”’ 
Such citations could be prolonged at great length. 

emphasizing the prevalence of this poliey of training 


and advancement. 


SUMMARY 


In summarizing the information developed from 
the InquUIry as to aetual education, training and ex 
perience among a representative group of purchasing 
men, Mr. Renard quotes a prominent banking exeeu 
tive as follows: 

‘*What the world of business needs is more men 
with good general education. Too many college men, 
desiring to be what they eall practical, seek only spe- 
cialized instruction to fit them for business that is 


Continued on paae 
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_ Z-K Liftrucks Can Take It 
... Both Coming and Going 
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The Z-K Liftruck consisting of Lift 
and Platform, is a rugged, nimble, 
trouble-free unit of materials hand- 





ling equipment for all-around 
industrial service. 
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Z-K LIFTRUCKS (Lifts and 
Platforms) easily move 3000- 
pound loads. They cost little 
to buy, nothing but labor to 
operate, virtually nothing to 
maintain. They save floors, 
space, man power, time, money! 
Note: 

1. Z-K Platforms are not flimsy 


skids. They are built solidly 
like trucks. 


2. Z-K Lifts have nothing to 
get out of order. They conserve 


space can be stood upright 
in a corner. 


3. Z-K Liftrucks turn on a 
very short wheelbase, whisking 
in and out of tight places. 


4. Loads are always in balance, 
thanks to the patented Z-K 
engaging bracket. 


Cut your materials handling 
cost to a new low! Send the 
coupon for information on our 
Special $175.00 Trial Order. 


THE Z-K EQUIPMENT COMPANY 


1227 PROSPECT AVE. 


NEW YORK e 


PHILADELPHIA e 


INCORPORATED 


CHICAGO 


CLEVELAND, OHIO 


e DETROIT e CINCINNATI e ST. LOUIS 














WHAT 


USERS SAY 


“*...Z-K equipment 
giving perfect satisfa 
tion . 
lieve it can be impr 
upon.’’ 


—Piedmont Mfg. ¢ 
Piedmont, § 


** . .The most econ 


ical means of hauling 


and transferring 
merchandise . 
saves from 10°; to 1 
on our labor.”’ 
—Nowak Milling ¢ 
Hammond, Ind 


““... Weare particula 


(becau 


ly pleased 


the lift requires such a 
small amount of space 


for operation.”’ 
—The Peerless Elk 


o., Warren, O}F 


“The principle of 1 


liftrucks is so simpli 
that there is practica 


ly nothing to get 
of order —they sh 


last us a good man 


years.”’ 
—The Greeley-Gene 
Warehouse Co 
Cleveland, Ol! 


“.. Wewill substitut: 
them for some of the 


more expensive 
trucks which we 
been using...’ 


—Perfection Stove ¢ 
Cleveland, O! 
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STORE DOOR DELIVERY 


NEW YORK Two important announcements re- 
garding merchandise delivery have been made in 
recent weeks, that are causing shippers and buyers 
to revise their ideas of transportation service, First 
oft these is the wide-spread extension of store door 
pick-up and delivery of L.C.L. shipments by the rail- 
roads. Pioneer in this plan was the Pennsylvania 
Railroad, which has for some time been experimenting 
with the service, offering it without charge up to dis 

tances of 260 miles. Finding it successful in reelaim 

ing a considerable portion of the traffie which had 
passed to truck operators, the Pennsylvania recently 
announced that the same service would henceforth be 
available on a system-wide basis, with an extra allow 

ance of 5 cents per 100 pounds where the shipper or 
consignee performs the service for himself at point ot 
origin or delivery. Other lines have hastened to fol- 
low suit. Free cartage was introduced in the Western 
and Southwestern trunk line territory on January 
20th. Prineipal railroads in the eastern territory—on 
and east of the Mississippi, and on and north of the 
Ohio and Potomae — will offer the same arrangement 
effective April Ist, also on a sy stem-wide basis, thereby 
serving virtually the entire country with this addi- 
tional convenience. Truck operators view the develop 
ment with alarm, foreseeing the loss of custom they 
have pried away from the railroads over the past 
deeade, and have instituted vigorous action in court 
and before the LC.C., but every precedent indicates 
that the new plan will be allowed to stand. 

At the same time comes announcement of the new 
unified air and air-rail express service sponsored by 
the Railway Express Ageney. (See Fig. 1 Through 
contracts signed by twenty-one of the twenty-three 
domestie air lines in the United States, in conjunction 
with R.E.A., direct air express service became avail- 
able on February Ist to 215 cities in the United States 
and Canada, and to thirty-two foreign countries served 
by the Pan American Airways system. This also of- 
fers door-to-door pick-up and delivery, plus centralized 
responsibility in transit over the various carriers em- 
ployed. In effect, 23,000 Railway Express offices are 
today air express stations under the new unified con- 
tract, and approximately 500 transport planes flying 
on regular passenger and mail schedules are made a 
part of the service. The plan is thoroughly eompre- 
hensive, providing for acceptance of prepaid, collect, 
and C.O.D. shipments. Practically all types of mer- 
chandise will be carried, up to 200 pounds in weight 
and $25,000 in value — above these limits by special 
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THE NEWS 















































arrangement. Free insurance is offered up to $50 for 
100 pounds or less. Sample rates that augur well fo 
the popularity of the new service: 10 pounds, 800 
miles, $3.00. Minimum charge on coast-to-coast ship 


ments of less than a pound: 8&8) eents. 


JUDICIAL OPINION 


OTTAWA Legislators on Parliament Hill (Se 
Fie, 2) propose to run no risks of having the Ca 
nadian ‘‘new deal’? legislation nullified by Supreme: 
Court rulines similar to those which overturned the 
AAA and resulted in collapse and upheaval south ot 
the International Boundary. Unlike the American 
judicial system, higher courts in the Dominion ar 
permitted to review and to rule on the constitution 
ality of proposed law without waiting for a test case 
to be brought This power has been invoked by th 
Mackenzie King government in respeet to eight intri 


1 


? Tt} 


eate acts passed by ie late Bennett vovernment, em 
bracing unemployment and social insurance, the seal 
ing down of farmers’ debts, marketing, criminal pen 
alties for violation of minimum wage and maximum 
hour agreements and for eivine discriminatory dis 
eounts, enactment of minimum wages and maximum 
hours, and a compulsory weekly day of rest. The 
government action is wholly precautionary, rather 
than antagonistic, toward the legislation, though, as 


Opposition Liberals, the present administration op 


posed the bills when they were originally introduced 


PRE-FABRICATED HOTELS 
MIDWAY ISLAND Toward this minute and bar 


ren spot in the mid-Pacifie (See Fig. 3) whieh was 4 
little more than a name before it appeared on the air 
way time-tables as a scheduled stop and supply base 

in the mail and passenger flights over the western 
ocean, comes the 8. 8S. North Haven, with a 6000 ton 
cargo including two complete pre-fabricated hotels of 
forty-five rooms each, to be erected here and at Wake 
Island. 

The new hotels are of frame construction, with two 
wings flanking a central, circular lobby, wide verandas, 
and each room provided with shower bath and _ hot 
water. Ineluded in the cargo is an outfit of furniture 
and equipment for service quarters, social rooms, and 
bedrooms, complete down to the detail of coat hangers 
and ash trays; a telephone and lighting system; 
aquaria to be stocked with the brilliant native fish: 
and a six months supply of groceries. To be picked a 


up en route are: a full complement of Chinese ser 
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vants from Honolulu, and 1,000 tons of soil from 
(juam to be used in landscaping. 


CAR-LIFE 


NEW ORLEANS — In annual convention assembled, 
the National Automobile Dealers Association pondered 
deeply their perennial headache — the used car prob- 
lem. Always a troublesome phase of the business, it 
has reached a peculiarly acute stage in recent weeks. 
Spurred on by the November auto shows and intro- 
duction of new models, the last three months of 1935 
set an all-time high for fourth quarter sales of new 
ears, and co-incidentally a new high of used car turn- 
ins. Meanwhile the used-car buying clientele showed 
no disposition to depart from its traditional buying 
habits, and sat back waiting for the eall of the open 
road in the spring before ‘‘looking ’em over.’’  Re- 
sult : stocks of used cars in dealers’ hands rose to 35% 
above normal at the turn of the year, with no prospect 
of relief through ordinary channels until April. 

Manufacturers, who have consistently held this to 
be a dealers’ problem, have recognized the gravity of 
the present situation. It is reported that they were 
aided in arriving at this more charitable viewpoint by 
the inability of many dealers with large used-car in 
ventories, to finance their usual quota of new ear pur- 
chases. The method of relief has been to offer a eash 
bonus to dealers who actually break up and junk 
superannuated cars received in trade (See Fig. 4) 

a plan which not only relieves the economie pressure, 
but also has a measure of publicity value in the light 
of the current safety campaign. 

Since there are now some 20,000,000 passenger 
cars on the road, replacement demand is by far the 
most important factor in the market. And since even 
the majority of used ear sales involve the trade in of 
a previous model, dealers estimate that they must sell 
21. used cars for each new ear sale. 

Average economie life of a car has long been ae- 

cepted as six years. Average period of individual 
ownership, under the stimulus of constantly changing 
Style factors and technical improvement, is somewhat 
less than half that time. But with the advent of the 
all-steel body and the use of alloy steels and other 
more durable materials in the mechanical parts, eco 
nomic life has been extended to eight years and the 
end is not yet in sight, which statisticians interpret 
to mean that as the newer and better cars come more 
universally into use, replacement demand will be cut 
down by more than 600,000 units annually. 


Photos by Ewing Galloway 
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STORE DOOR DELIVERY 


NEW YORK — Two important announcements re 

garding merchandise delivery have been made in 
recent weeks, that are causing shippers and buyers 
to revise their ideas o1 transportation service, Furst 
ot these is the wide-spread extension of store door 
pick-up and delivery of L.C.L. shipments by the rail 

roads. Pioneer in this plan was the Pennsylvania 
Railroad, which has for some time been experimenting 
vith the service, offering it without charge up to dis 
tances of 260 miles. Finding it successful in reclaim 

ing a considerable portion of the traffie whieh had 
passed to truck operators, the Pennsylvania recently 
announced that the same service would henceforth be 
available on a system-wide basis, with an extra allow 

ance of 5 cents per LOO pounds where the shipper or 
consignee performs the service for himself at point of 
origin or delivery. Other lines have hastened to fol 

low suit. Free cartage was introduced in the Western 
and Southwestern trunk line territory on January 
20th. Principal railroads in the eastern territoryv—on 
and east of the Mississippi, and on and north of the 
Ohio and Potomac — will offer the same arrangement 
effective April Ist, also on a sy stem-wide basis, thereby 
serving virtually the entire country with this addi- 
tional convenience. Truck operators view the develop- 
ment with alarm, foreseeing the loss of custom they 
have pried away from the railroads over the past 
decade, and have instituted vigorous action in court 
and before the LC.C.. but every precedent indicates 
that the new plan will be allowed to stand. 

At the same time comes announcement of the new 
unified air and air-rail express service sponsored by 
the Railway Express Ageney. (See Fig. 1) Through 
contracts signed by twenty-one of the twenty-three 
domestic air lines in the United States, in conjunction 
with R.E.A., direct air express service became avail- 
able on February Ist to 215 cities in the United States 
and Canada, and to thirty-two foreign countries served 
by the Pan American Airways system. This also of- 
fers door-to-door pick-up and delivery, plus centralized 
responsibility in transit over the various carriers em- 
ployed. In effect, 23,000 Railway Express offices are 
today air express stations under the new unified con- 
tract, and approximately 500 transport planes flying 
on regular passenger and mail schedules are made a 
part of the service. The plan is thoroughly compre- 
hensive, providing for acceptance of prepaid, collect, 
and C.0.D, shipments. Practieally all types of mer- 
chandise will be earried, up to 200 pounds in weight 


and $25,000 in value — above these limits by special 
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THE NEWS! 


arrangeme) Free insurance is offered up to $50 for 
100 pounds or less. Sample rates that augur well fo 
the popularity of the new service: 10 pounds, 800 
miles, $3.00. Minimum charge on coast-to-coast ship 


ments ot tess than a pound : SD eents. 


JUDICIAL OPINION 


OTTAWA Legislators on Parliament Hill (Se 


Fig. 2) propose to run no risks of having the Ca 
nadian ‘‘new deal’’ legislation nullified by Suprem: 
Court rulings similar to those whieh overturned thi 


AAA and resulted in collapse and upheaval south o1 
Boundary. Unlike the American 
judicial system, higher courts in the Dominion ar 
permitted to review and to rule on the constitution 
ality of proposed law without waiting for a test case 


to be brought This power has been invoked by the 


Mackenzie King government in respect to eight intr 
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cate acts passed by ie late Bennett government, em 


bracing unemplovment and social insurance, the SCal 
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ing down of farmers’ debts, marketing, criminal pen 
alties for violation of minimum wage and maximun 
hour agreements and for giving discriminatory dis 
counts, enactment of minimum wages and maximum 
hours, and a compulsory weekly day of rest. The 
government action is wholly preeautionary, rathe 


than at tagonistle. toward the legislation, though, as 
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he present administration op 


Opposition Liberals. 1 
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posed the bills when they were originally introduced 


PRE-FABRICATED HOTELS 


MIDWAY ISLAND — Toward this minute and bar 
ren spot in the mid-Pacifie (See Fig. 3) which was 
little more than a name before it appeared on the air 
way time-tables as a scheduled stop and supply base 
in the mail and passenger flights over the western 
ocean, comes the 8. 8S. North Haven, with a 6000 ton 
cargo including two complete pre-fabricated hotels o1 
forty-five rooms each, to be erected here and at Wake 
Island. 

The new hotels are of frame construction, with two 
wings flanking a central, circular lobby, wide verandas, 
and each room provided with shower bath and _ hot 
water. Included in the cargo is an outfit of furniture 
and equipment for service quarters, social rooms, and 
bedrooms, compl te down to the detail of coat hangers 
and ash trays; a telephone and lighting system; 
aquaria to be stocked with the brilliant native fish: 
and a six months supply of groceries. To be picked 


up en route are: a full complement of Chinese ser 
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, vants from Honolulu, and 1,000 tons of soil from 
M() (iuam to be used in landscaping. 
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CAR-LIFE 
Re NEW ORLEANS — In annual convention assembled, 
be the National Automobile Dealers Association pondered 
deeply their perennial headache — the used ear prob- 
e lem. Always a troublesome phase of the business, it 
: , has reached a peculiarly acute stage in recent weeks. 
r Spurred on by the November auto shows and intro- 
- duction of new models, the last three months of 1955 
” ; set an all-time high for fourth quarter sales of new 
- f ears, and co-incidentally a new high of used car turn- 
iy ins. Meanwhile the used-car buying clientele showed 
" no disposition to depart from its traditional buying 
' habits, and sat back waiting for the eall of the open 
- road in the spring before ‘**looking ’em over.’’ Re 
re sult: stoeks of used cars in dealers’ hands rose to 59% 
f above normal at the turn of the vear, with no prospect 
u of relief through ordinary channels until April. 
3 Manufacturers, who have consistently held this to 
% be a dealers’ problem, have recognized the gravity of 
‘6 the present situation. It is reported that they were 
“ae aided in arriving at this more charitable viewpoint by 
he the inability of many dealers with large used-car in- 
- ventories, to finance their usual quota of new ear pur- 
pa 5 chases. The method of relief has been to offer a eash 
pe bonus to dealers who actually break up and junk 
“i. ; ; ma 
4 superannuated ears received in trade (See Fig. 4) 
j a plan which not only relieves the economic pressure, 
: but also has a measure of publicity value in the light 
™ of the current safety campaign. 
- Since there are now some 20.000.000 passenger 
= cars on the road, replacement demand is by far the 
- most important faetor in the market. And since even 
_ ‘ the majority of used ear sales involve the trade in of 
om : a previous model, dealers estimate that they must sell 
of ; 215 used ears for each new ear sale. 
ke Average economic life of a ear has long been ae- 
cepted as six years. Average period of individual 
a ownership, under the stimulus of constantly changing 
* 4 Style factors and technical improvement, is somewhat 
+ 4 less than half that time. But with the advent of the 
we 4 all-steel body and the use of alloy steels and other 
‘al ; more durable materials in the mechanical parts, eco- 
one nomic lite has been extended to eight years and the 
sais * end is not yet in sight, which statisticians interpret 
i to mean that as the newer and better cars come more 
+ universally into use, replacement demand will be cut 
_ down by more than 600,000 units annually. 
Photos by Ewing Galloway 
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SELECTING 
THE 
SOURCE 
OF 

SUPPLY 


age few vears ago, a prominent trade association 
in the wholesale group made an elaborate classi- 
fication of manufacturers in their field, on the basis 
of their respective sales policies — specifically as to 
whether they (1) had agreed to market their products 
exclusively through wholesale channels, or (2) had 
agreed to provide price protection for the jobber by 
establishing a minimum differential in his favor as 
compared with their quotations on direct sales. Those 
who came under neither of these headings were placed 
on a confidential black list. Such arrangements, how- 
ever, have a way of losing their strictly confidential 
nature, particularly as it was explained to a number 
of the reealeitrant suppliers how they might improve 
their status on the list. In due course of time, when 
two or three rugged individualists among the manu 
facturers decided that they would continue to set their 
own sales policies, the association found itself facing 
some rather serious legal difficulties. 

Their answer, which antedated by several years 
the smart idea of referring to outlawed ‘‘crop con- 
trol”’ by the more altruistic term of ‘‘soil conserva 
tion,’’ was to withdraw the incriminating black list, 
meanwhile piously retaining the white list as a group 
deserving official endorsement because of their en- 
lightened policies of distribution. 

Without the implication of boyeott that is inherent 
in such a scheme, and without any such arbitrary 
basis of classification, a good many purchasing agents 
have found the ‘‘white list’’ idea to be an excellent 
starting point in their selection of sources of supply. 
It is the familiar compilation of approved sources, or 
preferred sources, to be found at the top of the com- 
modity card in many a purchasing file —a selected 
list of companies known through experience, reputa- 
tion, investigation, the conviction earried by their ad- 
vertising and sales presentations, or other logical 


reasons, to have the facilities and the capacity to make 
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a satisfactory delivery. In theory, an order might be 
placed with any ot these companies with complete 
confidence, or at least with the reasonable expectation, 
that it would be promptly and properly filled. Quality 
and service do not always tell the complete story, but 
they are the essential basis, sine qua non, for a satis 


factory and advantageous business connection. 


HOW LONG A LIST? 


Ilow many names should be included on such a 


list That depends. The character of the item and 
its importance in the buying program will help to 
determine the proper length. In usual practice, it 
will run somewhere between three and a dozen names. 
A standard stock ecard form that is widely used in 
purchase record keeping provides room for six; an- 
other for eight. Perhaps these are fair averages, but 
it would be unwise to set any arbitrary limit. For 
beyond the general statement that the list must not be 
so extensive as to prove unwieldy in practice, and 
should be so refined as to permit no space for dead 


wood, brevity is not in itself a goal to strive for. 


While it is true that selection is in a sense a process 


must also be remembered that the 


of elimination, 
whole object of this procedure is to compile an active 
directory, and consequently the part that remains is 
infinitely more important than that which is deleted 
Over-simplification, or pruning the list too close, is 


likely to impair, if not actually to destroy its useful 


YOU CAN'T LOSE! 


The N. A. P. A. prize contest for 
1936 deals with policy and method 
in the selection of supply sources, a 
practical problem in every buying 
office. The awards are well worth 
the effort, but they are not a drop 
in the bucket compared with sav- 
ings and efficiency resulting from the 
actual development and application 


of a method adapted to your work. 


THE EXEcuTIvVE PURCHASER 
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ness as a working tool. Frequently, sound purchasing 
poliey will require an intensive search for additional 
qualified names to lengthen the white list rather than 
to shorten it. 

Roughly speaking, a truly useful and usable list 
must be long enough to offer adequate competition 
among potential suppliers and to provide multiple 
sources if it should be thought advisable to divide the 
business and establish alternative sources of supply. 
(iovernmental buyers ean not set any such limitations 
where mandatory publie advertising takes the place 
of requests for quotation, and where the posting of 
a bond is presumed to establish the bidder’s compe- 
teney. Many utilities and earriers, and other com- 
panies faced with an extensive reciprocity situation, 
are likewise faced with the necessity of employing 
broadeasting taeties in asking for bids, though the 
later process of selection may be every bit as careful 


and scientific as with the shorter original list. 


Next to the basie considerations of quality and 
capacity, the most frequent reason for omitting names 
trom the select cirele is purely geographical, with the 
attendant factors of greater transportation costs and 
less intimate personal contacts with distant suppliers. 
llowever, in the ease of a central buying office which 
serves a number of seattered plants or stores, these 
same considerations may lead to the inelusion of a 
Supplier’s name as offering certain local advantages 
for some plants though not applicable to the organiza- 
tion as a whole. And at the same time, other manu 
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facturers, by virtue of a strategic central locat 
an outstandingly efficient 


and 


far-flune wal 


chain or distribution system, might appear on 


or all of the lists for the various plant units 


FURTHER CLASSIFICATION 


The intormative value of the white list 


enhanced by a further analysis of the compani 


way of illustration we cite the system used 


typical eastern buyer. 


In a column to the right of the supplier’s n 
check mark 


indicates 


actual 


favorable exp: 


which is after all the acid test of whether 


belongs on the list or not. 


It is the assurance 


vendor understands the requirement and is 


meet it. 


This buyer has made it a practice, 


possible, to distribute his orders over a period 


to the end of applying such a test to eac! 


limited group of potential suppliers, and 


firming 


or 


correcting 


opinion of their fitness. 


his 


otherwise 


unsu 


This is not always ne 


and perhaps not altogether desirable as a 


policy, but he has found it helpful on hig! 


petitive items. 


In a second column this buyer indicates th 


of the suppher organization: M- 


- Manufacturer’s Representative ; J 


Manufact 


Jobbe 


In a third column, he indicates whether 


can be taken from stock or if it requires a mak 


also the normal number of days required for d 
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For example: S-3, or M-14. This information is not 
depended on as a delivery promise, but it is a useful 
indicator, particularly on oceasional emergency re- 
quirements. The delivery time is checked against 
actual experience, and is revised from time to time in 
the light of industry conditions. 

In a fourth column, he uses a personal A-B-C eode 
rating that is based somewhat on the size of the com- 
pany but more particularly on his own estimate of the 
importance of his requirements in relation to the oper- 
ations of the respective companies, which does not 
necessarily follow in proportion or reverse propor- 
tion —to size. He has found this rating helpful on 
occasions when it has seemed desirable to ask for some 
special attention to a particular lot or run, or when 
he wished to take advantage of the greater flexibility 
ot an active operating schedule to get quicker service 


than strict adherence to the priority of the orders 
might warrant. 


Naturally it is the aim of the purchasing agent to 


invest all of his orders with a high degree of impor- 
tance and desirabi ity to very ve ndor. But the prac 
tical view must take cognizance of the fact that this 
varies not only with the actual quantity of the re- 


whether 


quirement, but also with the consideration « 


that busi ess represents 2 per «ent or one-half ot Ole 
per cent of the manufacturer’s output. The status of 


some small-quant tems may sometimes be improved 


by adroit placing of the business on related items of 
larger quantity or unit value. 

A fitth square is devoted to the subject of recipro 
cal relationships or ob igations. 

wo wider columns at the right provide space fon 
the name and title of the contact man. and for briet 
notations on special points such as progressiveness, 


technical or development facilities. up-to-date machine 
equipment, and the like. 


Some of this detailed information mav seem un- 


] 7 } ; ] . 
necessary to other purehasing agent readers. It is 


} 7 | bd 7 
not presented or recommended as the ideal procedure. 


merely what one buyer has seen fit to do. Some parts 
of his plan may be applicable in other offices. As a 
matter of fact, the system is not cumbersome to oper- 
ate. It should be noted that it is in no sense an 


attempt To reduce The process ot selection to a fixed 


formula, but rather as a reminder of certain factors 
that have a part in the comparison of bids. Each 
vendor is assigned a number or symbol which is used 
for identification in the record of actual purchases on 


the body ot the eard r sneef. 


THE OPEN MIND 


It IS Important not to ove rlook possible SOUTCeS t} aT 


| th 
might be patronized to advantage. To this end. it is 
inadvisable to consider the white list as definitely 
closed, or to exclude additional names on any arbi- 
trary grounds, including the length of the list. The 
salesman’s request, ‘‘Give us a chanee to quote,’’ is 
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certainly reasonable, though if this is carried to the 
extreme, the whole preliminary process of selection 
oneentrated search for and cultivation ot 
qualified suppliers becomes rather meaningless. The 


buver might as we diseard his approved list and 
eireulari e The hames 1h TI omas’ Register every tim 
he wants a quotatiol 


He can, however, act 


minded attitude, by considering such a quotation in 


fairly and preserve his open 


the dual light of an effort to get an order and an effort 


to get a place on the list, both of which are wholly 


legitimate ambitions. If the promised advantages do 
materialize, he will probably wish to include the new 
soures [f it comes to the point of an order, he has 
ittle el e matter for it is obvious that a 
actual s er belongs in any compilation of possible 
SOULrECES supply t mav be advisable, as a matter 
ot poli make room for this name and still kee; 
the list wit ractical proportions by deleting on: 
Whi e to delete. any, Is of course a matte) 
O O e same considerations as thi 
original sel s worth while to point out 
weve 1 1 ence whose quotations are consist 
enti v thout terme an compensating qua 
eS. adas 1 ne ft tine working value of the list 
except SS the academic value ot affording 
comp S even t 12 e 1S eminently qualified as 
( ( I t s product and the capacity oO 
S ) t And the supplier Whose deliveries ar 
) l ( mpertect, or the one whos 
cCeas ses 1X inadjusted and unexplained 
But 1 ff ag on again’’ policy of constant 
change Is t to be commended. It involves too much 
deta WOrK, ¢ planation and justification. 
) eS le en asis on method, too little o 
results ett to allow certain amount of flex 
1) A, Tine Lm ouses to be considered 


s be ( isiv stated that the object of an 

roved list is not to limit or reduce to formula th: 
actual process of selection. It is only a direetory and 
a 2Qulce VOrKIng Tor whose use must be dietated by 
more fundamental policies and judgement. 

hn the case of contract purchases, the selection mas 
narrow ' ne of the group over a long 
period nh other instances it may be the best cours 
to keep the whole list sweetened against the day wher 
they n be needed. On some items it will be used 
yur S means competition; on others it wi 
ead to the seleetion of several alternative sourees in 
more or less constant use 

It is means, not an end Its value depends en 


rely on .its adaptability to the purpose in hand; its 
completeness, held within reasonable bounds: and thi 


rellanece v the buyer can place in his own powers 
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FOR PARTICULAR INFORMATION AND RESERVATIONS ADDRESS 
EDWARD B. JOUFFRET, MANAGING DIRECTOR, RONEY PLAZA, MIAMI BEACH, FLORIDA 
or New York office, 521 Fifth Avenue, Suite 2421; Chicago office, 180 North Michigan Avenue, Suite 1015 
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. Socially comfortable, if you 
know what I mean... a lot of ow 
own crowd . .. and the bunch we 
barged around with on the Riviera 
They’re all here at the Roney Plaza, 
for if you really go in for Miami Beach 
resort life in the finer sense, you spend 
most of your time here anyway. 


“The Beach and Cabana Club are 


gorgeous. Our suite overlooks the 


ocean, the service is smartly continental! 
and I guessed the chef's name after ou! 
first dinner. 


“Promised to golf at two with John, 
then to dance in the Palm Gardens at 
five, so more of this later. Hurry down 

. you're missing the best winter 
ever.” 
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COTTON 


pt cotton in several of the more 
desirable grades is scarce. World 





production in the current season, up 





nearly three million bales from a year 
Rg ago, has been slightly below consump- 
tion. Preliminary estimates of plant- 
ing for the new crop year indicate 
that the next U. 8. erop will be be- 
tween 12 and 13 million bales, as com- 
pared with 10,641,000 bales this year 


and a five year average of 15,200,000. 


IRON & STEEL 


HE pace of steel operations quick- 





ened during January, but recovery 
was at a much more moderate pace 
than in the advance of last fall. Going 
into February, the index touched 50% 





of capacity for the first time in 1936, 
214 points below the corresponding 
figure of last year. Pig iron output 
was lower than in December, but was 


considered satisfactory. 


» | PETROLEUM 


i. was being slowly curtailed 


at the close of January, following 


t 
. 


y an earlier increase. A quota agree- 
p ment has been reached in California. 
re r Noteworthy is the offer of Standard 
t | of California to pay 20 cents per bar- 


es 


rel more for crude, provided produe- 










y tion is reduced by 22%. 
: TIN 
it j 
y. 2 
re a ISIBLE supplies of tin were cut 
3 444 tons in January, to 13,338, but 
an increase is expected. The Inter- 
. national Tin Cartel is scheduled to 
meet at Brussels, February 19th, to 
set second quarter production and ex- 
port quotas, with strong sentiment fa- 
voring further restriction in view of 
i low prices. Congress has passed a econ- 
is servation measure prohibiting the ex- 
‘ port of tin plate scrap except by 
a Presidential license. 
rt ; 
» ZINC 
id =| 
eC! <b 
al EP OOUCTION of zine concentrates 
: was more active toward the end of 
: January, approaching the 10,000 ton 
weekly rate that was attained for sev- 
eral weeks in the last quarter of 1935. 
ld Stocks at the month-end were about 
- 21,000 tons. Slab zine production 
y. and shipments also improved in the 





closing weeks. 
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DEMAND 


OR the third consecutive month, 
textile mills in January operated 


at a rate slightly over 100% of single- 
shift eapacity. The backlog of un- 
filled orders has been somewhat re- 
duced and it is possible that February 
will show a decline in mill activity. 
Inquiry is broader, and in moderate 


volume. 


) penepaiaa has shifted from the 

lighter products to heavy steel as 
railroad buying and structural items 
replaced the automotive industry as 
the most active outlet. Agricultural 
demand, which has recently been an 
important factor, fell off after the 
AAA decision. Scrap is being liber- 


ally purchased by mills. 


A SHARPLY increased demand for 

fuel oil became apparent as sue- 
cessive cold waves swept the country 
during the past month. Motor fuel 
consumption was greatly curtailed, and 
refinery stocks show a large accumula- 


tion in consequence. 





— inquiry is light, con- 
sumers’ stocks being some 2000 


go. World 


tons greater than a vear ag 
consumption rose 20% in 1935, U. 8. 
consumption being 34.7% ahead of 
1934. Prospects are favorable for a 


continuing upward trend. 


EMAND for slab zine was quiet 
for the first half of the month, 
going above 3000 tons in the third 
week, and up to 4900 tons in the 
closing week, about one-quarter of this 
tonnage being placed on price eon- 


cessions. 






MARKET 


_ ge cee prices were irregu 
reflecting rta 


January, une 
regarding court rulings on the B 
head Cotton Control Act. Spot 
tations rose to 11.90 toward t!] 
of the month, but broke shar] 
the last day, showing losses as 2 
as 38 points on old crop posit 
The 12-cent government loans 
ing on February 1 were indefinite 
tended to permit development 


dation plans. 


RICES are nominally une 

except for scrap, which adva 
25 cents per ton in the Pitts 
district. However, there hav 
numerous price concessions 01 
and strip, presumably a reflect 
quantity discounts granted to 
motive buyers in the last g 
which are now being claimed by 


large buyers. 


HE rise in Texas crude not 
month, spread rapidly, embra 
all major fields. Fuel oil prices 
been advanced on stronger de! 
Gasoline is irregular, the chief 
of price cutting being in the N 
England territory. 


i ee prices broke to 4614 cents 
January, a low mark for se 
months past, but recovered better t 


2 cents of the loss before Feb: 


The rise in Sterling exchange and a 
revival of interest on the London mar 


ket contributed largely to this 


ery, which principally affected the 


near (i.e., first quarter) positions 


HE price of 4.85 cents has 

maintained generally, but the 
pearance of some resale zine at 
eents per ton below market set 
pressure resulting in a price break 
several large sales, one lot of 750 t 
going at 4.75, or $2 below the no 


quotation. 
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RICH MAN, POOR MAN — Pictures of 
Paradox. By R. A. & O. P. Goslin. 
\ publieation of the People’s League for 
Economie Security. Editorial Commit- 
{ Stuart Chase, Henry Pratt Fair- 
and Harry A. Overstreet. Pub- 
ished by Harper & Brothers, New York. 


e- 


hild, 





30 charts. Price, $1.00. 
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Is complete socialization of goods 

and services the only answer to the 

phenomenon of poverty amid plenty? 
yg there is anyone who seriously time, and we guaranter 

questions the effectiveness of pie will emerge trom the experienc 

torial-graphie presentation of data, with a far more vivid compreli 
we commend to him an examination sion than ever before concernit 
of Rich Man, Poor Man — a slim our paradoxical economic situation 
little volume designed as an eco of want amid plenty, of idl 
nomic primer, thirty ot whose duction capacity and wi STles 
eighty pages are devoted to such human needs, of the appa y dis 
pictorial charts. It won't take crepaneles in the distribut 
more than an hour or so of his family incomes, of the techn M 
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displacement of man-power — by 
machine-power, and other unad- 
justed features of our present set 
up. 

he basie data is not particular \ 
new. Most of it we have read, have 
seen it gathered up into tables and 
indieated in series of bars and 
shaded areas on co-ordinate paper, 
but never dramatized like this. To 
many probably to the vast ma 
jority ol us, statistical tables set 
up in cold numerals do not register 
heir tull import, particularls when 
they run into the high figures 
necessary to report and interpret 
our present large seale social and 
industrial system; even more so 
when they are translated into th 


and unstable terms of dol- 


abst 


lar value. We are accustomed, as 


] 
| 


individuals, to deal in more modest 
fieures income that stops with 
four or five digits: one, or possibly 
two, cars in the family; a weekly 
or annual food and fuel bill in the 
same moderate proportion. These 
are the limited quantities which 
we ordinarily visualize and under- 
stand. The part of our national 
population to whom this generali- 
zation does not apply is literally 
microscope in relation to the whole 

the artist in this primer had to 
pieture the ‘‘upper brackets’’ as 
seen through a high-powered mag 
nifying glass to give the dots form 
and visibility. 

And those who have, through 
association with large-scale employ- 
ment, produetion and finaneial op- 
erations in the course of their jobs, 
acquired the capacity to extend 
their comprehension of big figures, 
to project personal experience on 
a somewhat larger seale, have still 


but a partial and one-sided view. 
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But when these conceptions are justments in our economic system 
presented for us in terms of so lies in socialization i.e., govern- 
"3 many sheaves of wheat, spikes of mental ownership and control ot € € @) ‘a @) aa | VA & 
a oats. bales of cotton, ears of corn, money, credit, natural resources, 
4 bathtubs and telephones, barns and power, production, transportation, wt th 
4 factories, dejected idlers, ticker- and distribution of goods. 
3 minded investors, barrel-clad losers, Let’s go back over the pictures. : ~ a F 4 
4 and spruce public employees, a The first dozen or so of the charts & } ms; Hits * hn j 
—_s * more understandable picture — a6 devoted to the paradox of our 
emerges and we begin to visualize extraordinary wealth as a nation 
hy a the situation in concrete and human and the widespread failure to sat- Thin faped 
wit na terms. In this respect, one can only isfy individual needs and desires in ¢ / 
” be enthusiastic about the service the midst of this plenty. They 
which editor and draftsman have — snow us that the United States is 
rly accomplished for us. the richest country in the world; When . i uniform 
ave Now if it were possible to pre- that in proportion to our popula- Thin Paper is used in place 
ind sent all the faets in such a light, tion we produce three times the of a heavy, bulky sheet or 
ind and if we have the eourage and wheat, seven times the oats, nine é cheap, flimsy thin Paper, 
er, frankness to faee the facets, this un- times the coal, sixteen times the there is a tremendous saving 
To dertaking would be wholly praise- lumber, twenty times the cotton, in Typing, Mailing and 
ma- worthy, and perhaps some day it twenty-four times the corn, and Filing expense. 
set will be done. Unfortunately, how- thirty-five times the oil, that other 
ter ever, we who have had oceasion to peoples of the world produce; that 
hen deal with statistics are only too each male worker had 3 hp. of The TOTAL SAVING 
res keenly aware that the basie figures = mechanical energy to help him in involved by using a high 
ret may be marshalled and paraded in 1900, 27 hp. in 1929; that we con- grade, rag content Thin 
ind such a way as to lead to a variety sumed 1314 times as much mechan- Paper is far greater than the 
SO of conclusions, and that their value ical energy in 1929 as in 1875; that difference in cost between 
the depends at least as much on proper for every six families able to pro- it and a heavy, bulky sheet 
lol- interpretation as on conscientious vide an adequate diet, there are or a cheap, flimsy paper. 
as 4 compilation, Presumably the read. sixteen families living on a subsist- When Typing, Mailing and 
lest ; ing of a primer does not eall for ence ration or less; that relatively Filing Costs aa included, 
vith = any great expenditure of analytical few farmhouses have the conven- the high grade, strong Thin 
bly ; thought. But it we are caught un- lence of bathtubs, running water, Paper ‘s far more 
kly : awares by the disarming simplicity electrie lights, and telephones ; that ical and satistacheaa 
the 4 of this presentation and follow un- half of our population has no i A Z 
Lese | questioningly along its apparently proper medical care, and = only 
ich logical course, we find ourselves twenty per cent have dental atten- The following are recom= 
ler- : suddenly face to face with econ- tion; that the greatest number of mended for Records, Forms, 
nal clusions that some of us, at least, families had an income of less than Thin Letterheads, Copies, 
ali- ¢an hot support with our own rea- $2,000 in 1929; that from thirty to Advertising Literature, ete, 
ally soning processes, and we feel the — sixty per cent of our production 
1ole urge to go back over the pictures capacity in eight typical industries 
1 to to see where the logical sequence was unused in 1928; that unem- FIDELITY ONION SKIN 
as has gone astray. And when we — ployment increased almost five-fold 100% Rag 
as start thus to analyze the presenta- from 1928 to 1933, and abated only 
rm tion as a whole, we may se means slightly in 1954. EMCO ONION SKIN 
most earnestly to warn other read- That is the factual situation upon 100% Rag 
ugh ers to do the same. which economists and planners of SUPERIOR MANIFOLD 
loy- (iraphie presentation is an art. all schools have to work out their 95% Rag 
op- Conscious art is a process of skill- — solution — the classical economists, 
obs, ful selection. Its aim is to produce the New Dealers, the socialists, the 
end a certain effeet upon the beholder, Brookings researchers, Dr. Town- ) _ 
res, and it is both popularly and eritie- send, Mr. Chase, and all the rest. Send fot Sam ylos- 
on ally measured in terms of that ef- It is the statement of the problem. y 
still leet. In the present case, the de- From this point on, the charts | — 
Ww. sired effect is to support the thesis | become more selective of material, | ES LE FLK TURNERS FALLS 
that the remedy for these malad- and definitely directional in nature | , —<— 
\SER 
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as they begin to point toward the 
authors’ conelusion. They begin to 
leal with remedy rather than dis- 
ease, with interpretation rather 
than with fact alone. It is worth 
while to stop for just a moment at 
this point and analyze the method. 
The pictures, supported with a 
brave array of source references in 
the appendix, appear to have the 
same finality as in the earlier 
charts, but (as much bv skillful 


] 


omissions as by actual choice) they 


are laden with implications which 


may or may not be sound. In a 
most every instanee we can follow 
the argument part way, but ther 
is at least the possibility of differ 


ent interpretations, and this dive 


gence of opinion widens rapidly as 


we pr veeed., 


For example, we are confronted 


with a chart on the technologica 
displacement of man-power. On 


operator plus the machine does the 


’ . ] ] } 
work of eleven men in the lumbe1 
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and machine tool industries, twent 
men in the window glass industry, 


twenty-five garment cutters, fort) 


two oil refinery workers, a hundred 
cigarette wrappers. That is the 
familiar spectre of Technocracy, 
which we thought had been laid 
peacefully to rest five vears ag 
We should like to see a paralle 
chart picturing the part that this 
development has played in the re 
ductions of cost that led to wider 
availability of the products and 

igher standard of living; the a 


lal increases in total employment 
accompanied these develo, 
ments in the same typical indus 
es over the same period; the 
eased markets, for example, that 
were opened for the tobaeco grow 
ers; and the reduction in_ health 
ards when our sanitary regula 

ons outlawed mueh hand labor 

e tobacco industry. Could not 
striking picture be devised to cor 
he literal horse-and-bugg 
era with the advent of the low 
priced automobile? The Brookings 
ly acknowledges the same sta 
sties, but urges further intensiv 
development along these techno 
wical lines to the end of lowering 
however, is not the au 
ors’ point. By implication it Is 
ed in with the preceding charts 
h unemployment so as to seem 
had, and by direct reference 

he text the situation is inte) 
preted as leading to ever greatel 
concentration of production faell 
ties and the accusation that greater 
rofits for these few are the sol 
MUrpose and effeet of meehaniza 
tion To lighten the burden o 
iman effort and improve living 
ions? ‘*Not at all.’’ The 
ofit motive has been subject t 
some pretty severe criticism in r 
ent vears, but such a eategoriea 
denuneélation 1s certainly open ti 

son ther explanation. 

This leads to the situation that 
arge incomes, beine in exeess ot 


most liberal need for the pw 


HN Ol eoods tor personal LIs¢ 
show a great proportion going int: 
surplus or savings, and that these 
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bit ae AA dol 


savings in turn are in excess of the 
current opportunity for profitable 
investment in plant and equipment. 
Ergo: unemployment of capital as 
well as of labor, accumulations, and 
still greater disparity of wealth. 
But are we to accept the implica- 
tion that confiscation and redistri- 
bution, the abolition of the profit 
motive, are the only solutions? At 
least there is a possible alternative 
in a revision of business policy to 
the end of seeking smaller unit 
profits but greater activity and 
Ford Motors 
and other outstanding business en- 


wider distribution. 


terprises have exemplified that pol- 
icy very successfully. 

The chart on war profits and 
casualties —an exceedingly clever 
bit of draftsmanship — says very 
clearly that war is merely a busi- 
ness of wholesale murder for pri- 
vate profit, at the rate of $31.30 
per head. And there is a great 
deal of truth in that view. But 
what of the proposed remedy? We 
may learn from Senator Nye’s 
probe at Washington, and from the 
endless bickering and delay in the 
imposition of sanctions in the Italo- 
Ethiopian conflict, that government 
has had it in its power to stop the 
traffic abruptly at any time, but 
lacks the courage or the inclination 
to use that power. Meanwhile, 
the most completely socialized of 
the world powers hastens to cash 
in on the opportunity by eultivat- 
ing Il Duee as an eager customer 
for petroleum and other supplies. 

The section dealing with our 
additional requirements of cattle, 
hogs, and produce is in fact an in- 
dictment of governmental control 
as we know it in the agricultural 
limitation poliey of the present ad- 
ministration. The section on waste 
ot natural resources is one that has 
given industrialists as well as na- 
tions much cause for concern, but 
as we get down to the ease of lum- 
ber, for instanee, we are getting 
very close to the borderline of erop 
control. Would not an extension 
of utility legislation and definition 
be a possible solution rather than 
outright governmental ownership ? 
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The argument comes to a head 
in the ehart entitled ‘‘Two Bills 
for Serviees.’’ 


In this picturiza- 
tion of a typical example, Mr. 
Citizen is shown as paying in direct 
taxes on property and income: 
$104 to the Federal Government 
for administration, army and navy, 
coast guard, weather bureau, and 
highways; $21 to the State for 





university, hospitals, prisons 
houses, bridges, and parks; 
to the City for street lighting 
cleaning, police and fire prote: 


water, schools, libraries, gar! 
collection and sewage disp 


playgrounds, and elinies; a 


of $365, or a dollar a day. Ex 


the same amount goes to fou 
vate corporations for more pe! 


| » 
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The Preference of Manufacturers of fine Spun and Drawn 


Ware for More Than Thirty Years 





REMEMBER 


NAME 


SEYMOUR 


THE 





NICKEL SILVER 


THE SEYMOUR MANUFACTURING CO. 
55 FRANKLIN ST., SEYMOUR, CONN. 


SPECIALISTS IN NICKEL SILVER AND PHOSPHOR BRONZE 


s 


but also more limited services, as 


follows: $100 for electricity, $50 
for telephone service, $50 for fas, 
and $165 for gasoline and oil for 
his car. The comparison is obvious 


as to value received. 


What 
} 


that approximately 


the chart fails to show is 
twenty cents of 
dollar is a direct 


that a 


every evasoline 


vovernmental tax. similar 


direct tax appears each month on 
bill, that 


] 


his telephone these eor- 


porations in turn pay enormous 
taxes, federal, state and local, into 
the general governmental pot, and 
that their officers and employees 
likewise contribute generously in 
similar to his turning 


Taxes own, 


back to the government an aston- 
ishing net proportion ot the cost 
that is here, again by implication, 
a matter of private profit and ecor- 
The fact of 
that the 


porate acecumulat ion. 


the 
differen ce 


matter is only real 


is in the manner of as- 
sessment, and there is much to be 


said, even from the social view- 
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point, in putting this burde 


the group 


these 


plants 


more economieéal electric ser 


are 


whieh 


services. 


eited 


is actu: 
Municipal! 


as instal 


certain communities, but 


a matter of record that pre 


such munieipal plants (in 


Taxes 


expenses ot government 


are used to defray 


and 


service, and to keep down 


parent rate applying thereon 


~ 


1) 








econvineing effect upon tabloi 
minded readers —or _ perhaps 
the better 


We ean but hope that som 


would be 


‘*lookers 


word. 
equally adroit draftsman may take 
the tables and graphs of the Brook. 
and Eeo- 


ings study of ‘* Income 


nomic Progress, *’ leading to @on- 
clusions which seem to us far mort 


sound and practical, and pictoria 


es 


point the Wal to wider prosper. 


and economie stability wit ho 


turning our industrial communit: 


completely socialized 


over TO a 


vovernment. 


ADAMS BUYS FOR 
GENERAL CABLE 


E. 


the General Cable Corporation, New 
York City, 


L. ADAMS has been appointed 


General Purchasing Agent 


Lewis A 
Mr. Adams has a 


ong record of service with the con 


succeeding 


Jones, resigned. 


and its affiliates, and was 


poration 
assistant sales manager prior to his 


assignment. 


"MILWAUKEE 
‘ver PURCHASING BOARD 


hasing 


Ss REPORT FOR 1935 


| HE 1955 annual report of the Cent 
a Board ) P ] q 


irchases, Citv of Milwau 
n Tose] W. N Is Purehasing 
(gent shows a total expenditure 
} $2,7 62.59 the vea ul il S 
76 t as compare | 


t 


all supplies and eq 


sp st by departments under t 
off one source of tax income an sdict f the Common Council, and 
the other taxes must be increase it nany staple articles such as 
or new taxes imposed. It 1s , gasoline and electric light bulbs 
: : : other city departments, boards 
least open to question whethe ( : ; ; 

3 ree : issions, including the Sch 
net bill of $2 pel day ve eee I \ eareful estimate of savings 
mitigated in the slightest by sue tt table to centralized control 
an arrangement, despit ( ( ses unts to 15 per cent of t 
tures. liture, representing a saving 

than $400,000 to the taxpayers 
so with the utmost admiratiol the city n 1935. These savings are a 
for the striking use that has beer plished through grouping of requ! 
made of this pictorial method. w ts, standardization, specification bi 
must conelude that it is on , contracts piaced at Teverabie mark 
aes : s spection service, the maintenar 

method, falling far short of ( ia 
: j entral storehouse, and administ1 

factual prool that it seems to bi economies. The cost of operating 

And we must deplore its probab ( the department was 2/5 of 1 per cent. 
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TRADE LITERATURE 


Catalog No. 140 of the Brown & Sharpe 
Mfg. Co., Providence, R. I., offers a com- 
plete listing, with illustrations and per- 
tinent data on specifications, capacity, 
ete., of a wide and comprehensive line 
of milling machines, grinding machines, 
gear cutting and hobbing machines, screw 
machines, miscellaneous machines, ma- 
chinists tools, cutters and hobs, arbors, 
collets and adapters, screw machine tools, 
and miscellaneous equipment. The cata- 
log contains 672 pages, pocket size, and 
is thoroughly indexed for ease in refer- 
ence to the various sections and items. 


* 


Commemorating the growth and achieve- 
ments of fifty years in the manufacture 
of abrasive wheels and machinery, the 
Norton Company, Worcester, Mass., is- 
sued a special anniversary number of 
‘“*The Norton Spirit,’’ 21-year-old house 
magazine. Handsomely bound and illus- 
trated, the issue features particularly the 
company personnel, of whom almost 200 
have service records of a quarter century 


or longer. 


= 
The Union Twist Drill Co., Athol, 
Mass., is now distributing Catalog M, 


320 pages, pocket size, covering their 
line of milling cutters, gear cutters, hobs, 
twist drills, reamers, and machine tools. 
The catalog is complete in every respect, 
with photographs, diagrams and dimen- 
sional tables, plus some exceedingly valu- 
able sections on the care and use of the 
tools. 


tures of interest are a photograph of the 


Among some of the unusual fea- 


earliest known gear cutter, dating back 
to 1782, and photographs showing the 
result of point grinding without a proper 


flow of coolant. 


* 


The Polieyholders Service Bureau of 
the Metropolitan Life Insurance Co., 1 
Madison Ave., New York City, has com- 
piled a report on The Maintenance De- 
partment, summarizing the 
and practice of 


experience 
several representative 
manufacturers as to methods of organi- 
zation, operation and eontrol, and featur- 
ing preventive maintenance. The report 
will be sent free upon request to the 


company, 


* 


The Manhattan Rubber Manufacturing 
Division, Passaie, N. J., announces Bul- 
letin OSOS B, on 


built up to 


compensated belting, 


equalize the stress when 
flexed around the pulley, thus eliminating 
premature ply ruptures and fastener fail- 
ures, and providing an exceptionally low 


tension surface. 
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North 
wanda, N. Y., announce a new monthly 


General Plasties, Ine., Tona- 


publication called Durez Plastics News, 
reporting product improvement and new 
applications. The first issue deals with 
cameras, telephone bell housing, car-door 
knobs and 


boxes, radios and instruments. 


bumpers, handles, utensils, 
The pub- 
lication is mailed free of charge, upon 
request. 


* 


‘*Science Marches On’’ is the title of 
a new folder of the Dayton (Ohio) Rub- 
ber Mfg. Co., outlining the basie secien- 
tific research underlying a new type of 
oil-proof V-belt and the exhaustive tests 
employed in demonstrating its efficiency 


under operating conditions. 


* 


Struthers Dunn, Ine., 159 No. 


St., Philadelphia, announees a new and 


Juniper 


colorful 28-page catalog dealing with re- 


lays, timing devices, thermostats, pots 


and ladles, resistors, thermal links, in- 


sulators, ete. 
* 


The beauty, popularity, and enduring 
attractiveness of stainless steel is strik- 
ingly presented in a new seven-color 
booklet issued by Joseph T. Ryerson & 
16th & Rockwell, Chicago. Photo- 


graphic illustrations show applications of 


Son, 


Allegheny stainless steel in many lines of 
industry, and dozens of varied products 
using this material, also equipment and 


production machinery. 


* 


‘*The Metal Cleaning Handbook’’ is a 


reference and guide book on the indus 


trial cleaning of metals, prepared by 
Magnus Chemical Co., 94 South Ave., 
Garwood, N. J.  Nominally priced at 


limited number of 


copies of the book are available without 


$1.00 per copy, a 
charge to oilicials directly concerned with 
metal cleaning and supplies, the request 
to be on business letterhead and showing 
the official position or title of the writer. 


* 


East 


issued a new 


Underwriters’ Laboratories, 207 
Ohio St., 


pamphlet 


Chieago, has 


combining three lists of in- 
spected and approved appliances, cover- 
hazard, automotive appli- 


There 


classifications, and ap- 


ing accident 
ances, and burglary protection. 
are 106 subject 
proximately 275 manufacturers are rep- 
resented in the produets list. Three sup- 
plementary pamphlets cover electrical ap- 
pliances, fire protection, and gas, oil and 
miscellaneous. These lists are valuable 
to the buyer as indicating reliability of 
product, and particularly the factor of 
insurance company standards. All are 


available without charge. 
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in a mill noted for low-cost produc 
tion... and every sheet watermarked 
to certify adherence to definite mi 
standards of uniform quality. 
When watermarked Caslon Bond 
costs solittle,why gamble on unknow: 
brands and make your printer gamb 
with you? Ask him to print it on 
Caslon Bond. You'll both be happier 
(and money ahead in the long rur 







Specify this watermark 
FOR BETTER 


De PRINTED FORMS 


Send this coupon for free portfolio show 
developments, with Color System for qu 
identifying forms by color. Includes pract 
helpsin planning new forms. Address 1 
Munising Paper Co., 1977 Field Bldg., ¢ 


Name 








Position 








Name of your printer 
Your business letterhead must accompany your tr 
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PREPARATION FOR BUYING 


Continued from paade ‘ 


fashionable and profitable at the time. What these 
young men should have is eager and inquiring minds, 
with an understanding of the prineiples of business 
and banking. Given these things, and a eultural foun- 
dation in the fine arts as well, the business world will 
fit them in where they may serve best.”’ 

Mr. Renard then goes on to ask: 

‘Can that type of man be developed best by edu- 
cation or by practical business training? If by edu- 
eation, by what kind of edueation? The answer to 
that question may afford some pertinent advice to 
those who are unable to secure a formal edueation: 
point the way to their development of those qualities 
that contribute to commercial success. 

‘Perhaps vou surmise the conelusion drawn from 
this survey — that success in purchasing depends on 
definite qualities and qualifications, rather than on a 
specific form or degree of education; further, that 
those qualities and qualifications may be developed in 
several ways. No attempt will be made to evaluate 
them, but surely a high sehool or college education is 
no handicap. 

‘In University Education for Business, published 
in 1931, an oeeupational survey of the graduates of 
the Wharton School of Finance and Commerce, Pro 
fessors Bossard and Dewhurst conelude: ‘There is a 
general agreement that a mere knowledge of business 
facts and principles gained at second hand is of far 
less importance in preparing the student for a busi- 
ness career than the development of his capacity for 
applying imagination and intelligence in attacking 
and solving conerete problems. Moreover, it is ap- 
parent that the student’s opportunity for achieving 
a successful and socially useful career is greatly en- 
hanced by the possession of certain personal traits and 
attitudes which enable him to work effectively with 
others in mutual enterprises. ’ 

‘The statement that personality, the capacity for 
influencing human behavior, greatly enhances the pos- 
sibility for success in business, is as true of purehas- 


11 


ing as it is of selling. This is, it would seem, an im- 
portant consideration. Enumerate the most suecesst1 
purchasing agents you know and check them for per- 
sonality. 

‘Bridging the edueation recommended with the 
training recommended is an important problem. Many 
reported the difficulty of interesting the university 
trained employe long enough, and at a salary based 
on his value, to train him for an executive position 
An even greater problem is that of providing execu- 
tive positions for those individuals after they have 
been adequately trained. Only in the larger organi- 
zations are there enough executive positions to permit 
a satisfactory solution of that problem; they can pla 


the training and set high standards for those selected 













































to tral The smaller organization seemingly solves 
the problem by demanding less education and long: 
training, with the good apples coming to the top of t! 
barrel by elimination. 

‘One deduction is clearly permissible : the di 


velopment of that something which influences the b 


nay ior ot others eall it personality or leadership Ol 
initiative ean best be accomplished tor purchasing 
agents in and among purchasing agents, where thi 


individual’s problems and their solution are a comm« 

objective ; i.e., activity and interest in the constructive, 
edueational work of a purchasing agents association. 
Several contributors gave that first importance In 


their edueation or training.’’ 





Mr. Priee’s eonelusions on the seleetion of pul 
chasing personnel are summed up as follows: 

‘Due to the very broad and general nature of th 
replies received it is almost impossible to make definit 


recommendations applying to each type of organiza 





tion. It is enough to say that from the summary ¢at 
be obtained a general idea of the requirements ton 


itions in different sized organizations di 


various pos 
pending upon the nature of the position to be filled 
and its future possibilities. 

The replies, however, do give a very definite and 


quite universal opinion as to what should be the qual 


RE reine 


fications and training required for assuming a respo) 


sible purchasing position and with the thought that 


this may be of particular value to anyone contemplat 
ing this line of work as a career these requirements 
are again set fort] 

‘Select a college trained man, preferably a gradu 
te engineer with economic and business administra 
tion edueation as well. Preliminary practical training } 
in production, stores, accounting and engineering dk 
partments of the organization and then through a 
phases of the purehasing department including ree . 
ords, clerical and as a buyer, assistant purchasing 
igent or purchasing agent. With such a training th 
man should be qualified to accept a responsible Pw 
chasing position in any organization.’”’ 


= 
THIN PAPERS 


( 
| hg fT l sheets wo replies bring up the pom 
lla orrespondence uses for the specific purposes 


ment ned would involve the inconvenience ot carry 
ne spect Stationery in addition to the standar 
supplies, and eonsid r that this outweighs any possible 


] 
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he ease ot their companies 


advantages, a least in t 


Three replies state that the bulk of their mail comes 
within the minimum postage limits. Two base thei: 
decisions on a belief that a paper of heavier weight 
and bulk gives the company letterhead an impressiot! 
ot greater prestige, one of the writers adding, ‘*‘ Ws 


don't mind paying additional postage to get sub 
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GLENN L. BIERLY 


MPIRE SHEET & TIN 
PLATE COMPANY of Mans- 
field, Ohio, announce the appoint- 


ment of Mr. Bierly as general pur- 
chasing agent and assistant treas- 
urer of the company. He has been 
affiliated with Empire since the 
World War, first as credit manager 
and more recently as auditor and 
comptroller. 

Robert W. Cellers will be asso- 
ciated with Mr. Bierly in his new 
work, specializing in the purchase 
Mr. Cellers has 
for some time served the Empire 


of raw materials. 


organization as special liquidator 
during the dismantling of the Wad- 
dell and Thomas properties. 





Continued from page 32 


stantial letters: it doesn’t make 
much of an item for us.’’ One 


States frankly, ‘‘No definite reason, 
just never have.’’ 


PURCHASE ON BRAND NAME 

The selection and purchase of 
light weight papers, it appears 
trom this survey, is almost exelu- 
sively a purchasing agent function. 
And in this connection it is inter- 
esting to note that forty-nine buyers 
report that they purchase aceord- 
ing to brand names, whereas thirty- 
one replied in the negative. 
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This proportion is exceptionally 
high in favor of brand name buy- 
ine. A general study of industrial 
buying practice on this point, made 
in 1933, indicated that some fifty- 
five per cent of all purchases were 
then being made upon specification, 
with an inereasing tendency toward 
such a policy, whereas brand names 
were the deciding factor in only 
about thirty per cent of the cases. 
The bond paper group in that 
study showed contrary to the gen- 
eral trend, with forty-five to fifty 
per cent purchased on brand name 
and less than forty per cent on 
definite quality specification. But 
even that record falls short of the 
relianee upon manufacturer's brand 
indicated in the present survey. 
All of whieh tends to substantiate 
the opinion, expressed in two re- 
plies, that in this field at least 
‘brand name covers quality, the 
brand being selected after tests of 


several different ones.’’ 


Thirteen specific brands were 
mentioned in the replies, qualified 


in two instanees by the phrase ‘‘or 
equal,”’ 

With the exception of three re- 
quirements of a specific rag con- 
tent, no definite specifications were 
reported. Five buyers specify 
merely ‘‘good grade”’’ or ‘‘high 
erade,’’ and six others are content 
with the general deseription of fair, 
medium, or second quality. Twelve 
base their selection on the broad 
consideration of adaptability for 
the intended purpose, including 
such factors as printability, typing 
and manifolding qualities, ease of 
handling, least filing space re- 
quired, and the ability to take the 
most clean carbon eopies. For the 
rest, certain qualities are c¢on- 
sidered in a relative or comparative 
sense, the following being of suf- 
ficient importance to merit specific 
mention: strength and durability 
(13 replies) ; thinness or weight (8 
replies); surface or finish (7 re- 
plies); clean color (6 replies) ; 
opaqueness (2 replies) ; uniformity 
(1 reply). Two buyers cite com- 
petitive price as the determining 
factor. 








TO SUIT YOUR REQUIREMENTS 


‘“Specials’’ in sheets and 
going through the Colum! 
at top speed all the time 
rolls of many different lengt 
and coatings for all sorts « 
uses earbons and ribbons 


such firms as yourselves. 


Departments staffed by hig 
enced workers and served by « 
specially designed equipme nt 
ply you with practically eve 


=e Specials. Ji 


If you feel that you are 
satisfactory service from y 
ribbons and carbons, wheth« 
serving regular or special us 
you would like an unbiased « 
to whether the ribbons o1 
are using are the best 


pose, Call on Columbia! 


Tell us your requirements 
be glad to recommend the 
bon or carbon and to quot 


entirely without obligat 





COLUMBIA 


RIBBON & CARBON 
MANUFACTURING CO., In 
Main Office and Factory 


Glen Cove L. I., New York 
BRANCHES 





New York, Chicago, Philadelphia, Pittsburgh 
Cincinnati, Nashville, New Orleans, Kansas 
City, Milwaukee, Minneapolis, Toronto, Can 
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| 
| 
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NEW PRODUCTS & IDEAS = 


LOAD METER at the work through six tubes in each compartment, three tubes 


being above the work and three below it. The machine is 








equipped with outside or extended tanks, with perforated sc 
trays removable for cleaning. It can be installed for wash 
and drying as a continuous operation or for handling them 4s 


separate steps in the process. 


See coupon below 


TACKING 
DEVICE 














No. 170 








HIS weighing device, originally designed for weighing rail 
ears, is equally useful in measuring compressive strength in 
such structures as concrete pipe, arches, ete. The unit employs 
a 25-ton jack to apply pressure on a hydraulic pressure cell, 


which in turn actuates the meter gage as the jack lifts th 





No.172 L peda 




















load clear of its rests. It is available in capacities of 25,000, ee ” 
50,000, and 100,000 tons. C 
See coupon below | pAIQUE features of this tacker or stapler are its compact 0! 
ness and its capacity of 1000 staples in roll form. Thi hel 
vest-pocket size makes the device extremely convenient for us pla 
where the taeker must be carried around by the operator. Since ad 
PARTS the necessity for frequent reloading has been eliminated, tlu pre 
WASHING speed of operation and adaptability for constant use are © sin 
haneed, and total costs of stapling are said to be materi: = 
MACHINE redueed, \ light blow drives the staple securely into position, Ski 
and the design is such as to prevent the possibility of clogging voc 
standard model performs all usual stapling operations, 2 wit 
special attachments are available for shade and sereen tacking 
ete 
See coupon at left 
No. 171 ; 
EVERAL types of conveyors for handling various kinds of 
work are available with this washing and rinsing unit, in MERCURY 
f which the washing solution and the hot rinse water are directed 
k INCANDESCENT 
i - 


LIGHTING 


THE EXECUTIVE PURCHASER UNIT 
623 E. St. Clair Ave. 
Cleveland, Ohio 


Please send complete data on the New Products 
listed by number below: 


DHOUUO No. 173 


Name iar as cada tis a Se("ah tsa cs akin Rae Ss t= Rb-l al  aa oL % A SELF-CONTAINED lighting unit. combining a 33-i1 


a SSUES ae oe 











Tye 


ircular mereury-vapor tube and a 200 watt inecandese ib 
Company a ee err ea oe ee a ee ee oy ee lan p beneath one reflector. provides light with color charaect : 
istics more nearly approaching actual daylight than previously 
Address SVT OCCLeeCeraLeLe Thee available commercial light sources, and is particularly adapted : 
to applications where accurate color differentiation, critical ; 
City rere er rereeee eee State eee erees tee eee spection, and difficult visual problems are involved. The w 4 
yperates at 500 watts, and contains the auxiliary for operat f 

} \ 
Pace 34 THe Executive Purcuaser § 








the vapor tube so that it may be installed and connected to 
the line in the ordinary manner. Both lamp and tube are 


easily removed for cleaning and other maintenance operations. 


See coupon page 84 





BAND 
POLISHER 
AND 
GRINDER 











% No. 174 
_ gaged i process fast rough grinding or fine high- 
polish finishing are accomplished with this device by means 
t of an endless band of emery cloth. The work to be abraded is 
held against this moving band, which is backed up by a rigid 
a plate at the point of work. By using various grits and taking 
;, advantage of the infinitely variable speed of the machine, the 
process is adaptable to a wide range of operations and finishes 
required, and performs work which has heretofore necessitated 
ly the use of surface grinders or slow, painstaking and highly 
skilled hand work. The machine is also designed as a precision 
P i tool for internal and external band sawing and band filing, 
with a maximum change-over time of three minutes. 
. § See coupon page $4 
; 
DISCONNECT- 
‘ 


ING FUSE 
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"Diu ° . . . ° ° ° 
NEW low price disconnecting fuse with live line clamp 
has been developed for use on grounded systems up to 


ud including 12,500 Y volts. It is designed for use with 


if 
usformers having one bushing and one side of both primary 
: | secondary winding solidly grounded. The clamp is made 
aluminum and bronze, and is equipped with a fibre-lined 
elite tube. From the lower end of the unit there is a lead 
t the fuse, for attachment to the transformer leads by 
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HEADQUARTERS FOR | 
SPECIAL ARTICLES | 


Such as... . Rubber Gloves . . . Body Boots and 
Waders . . .Rubber Suits . . . Electrician Blankets i} 
...Real Creamery Hose. . . Fire Extinguishers . . 
Rubber Aprons. . . Oiled Clothing . . . Plating 
Racks Rubber Covered... Asbestos Mittens. . . 
Rubber Acid Buckets . . . Chemical Charges. . . 
Rubber Boots... Rubberized Cotton Gloves... 1] 
Rubber Tubing . . . Hog Beater Belts 
Leather Soled Boots | 
oh 


Shipments promised absolutely the same 
day order is received. . . Please try us! 


M.L. SNYDER & SON | 


THIRD AND CHERRY STS. - PHILADELPHIA 


FACTORIES ... St. Louis ... Philadelphia . . . Seattle 
OTHER BRANCHES: Los Angeles, Seattle, San Francisco | 


i | 
QUICK ANSWERS! 














































Many times you have wanted quick 
answers to questions about cleaning 
problems that have a way of unex 

pectedly popping up out of the blue! 


So...when you have a question on 
cleaning and want a Quick Answer 
write, wire or phone our Servic« 
Man nearest you. Out of our 
years’ successful and practica 
experience helping others th 
chances are 9 out of 10 we can he}; 
you too. Inquiries gladly welcome 
. . no obligation, of course. 


6 
ao 
gon™ yor" no ' 
aetna OAKITE PRODUCTS, INC 
pene eu? 54 Thames Street, New York 








SPECIALIZED INDUSTRIAL CLEANING MATERIALS & METHODS 
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WOULD YOU LIKE 


To use CONTINUOUS FORMS on your 
typewriter for the typing of your Multi- 
copy Office Records ? 


WOULD YOU LIKE 


To quickly CONVERT your typewriter into 
a Continuous Form Billing Machine and 
then to be able to CONVERT it quickly 
back again ? 


THE KEE LOX CARBON DEVICE 


Will Give You These Advantages and Many More 





We offer this device as our latest contribution 
for the service of the great host of users of 
KEE LOX CARBON PAPER & TYPEWRITER RIBBONS 
and to other concerns who are interested in hand- 
ling their Multi-copy work with increased speed, 
economy, and time and labor saving. 


| KEE LOX MANUFACTURING CO. 


GENERAL OFFICES AND PLANT ROCHESTER, N. Y. 


BRANCHES 
Atlanta Cleveland Kansas City New York San Francisco 
Baltimore Dallas Los Angeles Omaha Seattle 
Birmingham Denver Louisville Philadelphia St. Louis 
Boston Detroit Memphis Pittsburgh St. Paul 
Chicago Houston Milwaukee Portland Toledo 
Cincinnati Indianapolis Minneapolis Salt Lake City Tulsa 

New Orleans 


DEVICE DIVISION 
KEE LOX MANUFACTURING CO. 
2 PARK AVENUE NEW YORK, N. Y. 


Without obligation on our part, send us literature giving further 
details of the Kee Lox Carbon Device. 


FIRM _ 
PERSON .- 
ADDRESS. 














means 


drops the transtorme1 lead down and away from the lin 
The new 


who nee¢ 


| 

Co various thawing operations which have heretofore be sa 

Ace mplished OnLY by tedious and ineffective methods, this | 

heat om des instantaneous heat generated to a maximu " 

temperature of 400 degrees, and directed to the desired point 3 

by a high velocity air stream which readily reaches otherwis y 
inaccessible places. It is equipped with an S850W = heat unit 
and attachments: long and short goose neck, wide nozzle, 
and flexible hose. The construction is such as to eliminate tl 


possibility of interference with effective operation because \ 


vrease, 


HIS lift truek for the handling of coiled material such as : 
steel strip, ete., employs a hydraulie lifting mechanism ea 7 
pable of carrying loads up to 4500 pounds. Special features 
of design inelude semi-elliptical spring suspension, doubler 
duction bevel and spur gear drive, positive overload protection, v 


of a solderless connector. When the fuse blows, 





link can be inserted without danger to the operat 






1 not be near the line at any time. 







See coupon page 34 
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ELECTRIC 
HEAT 
GUN 
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lirt conditions, 


See coupon page 34 
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from our 





MAIL BAG 


LOTTI INN 


I enjoy reading your publication because it is é 
j P : ] 7] 
straightforward and presents the facts on many sub- ty 
in which a purchasing man is interested. Evi- a 
, ’ . ’ 
dently your editor has close contact with the problems ' 
of p.a’s, for he presents important matters clearly 
and without bias.”’ Fd 
Minneapolis, November 27, 1935 ‘ 
% 








THE EXECUTIVE PURCHASER 











c_—e i. ee 














€ 








brakes located in the driving wheels, and magnetic contactor 
control of travel and hoist. The operator is protected by a 


steel guard around the operator’s platform. 


Sce coupon page 34 


AREA HEATER 


No. 178 


HIS new heater consists of a combined electric and steam 

directional unit, supplied from existing steam lines, that 
delivers a high velocity conical column of air directed down 
ward to the floor, where it rolls along in every direction, af 
fording exceptional penetration in the essential working areas 
of large spaces such as warehouses, loading platforms, garages, 
ete. The unit is compact, allowing pipe lines to be carried 
close to the ceiling; it is simple in construction, and con 
veniently adjustable to a variety of conditions and require 
ments. 


See coupon page 34 








SLUDGE COLLECTOR 


No. 179 


HIS new sludge collector, for use in circular centrally-fed 
settling tanks for sludge or industrial waste, consists of a 
centrally pivoted steel bridge carrying the colleeting medium, 
and equipped with positive motor drive at the cireumference. 
The collecting medium employs two strands of Promal chain 


connected with scraper flights at suitable intervals. The 





Remember — 


MAY & MALONE, Inc. 
SERVE YOU thru their 1936 “Red Book” 


“Write for Free Philco World Radio Atlas” 


Watches 
Sporting Goods — Silverware 








Diamonds oe 





Temple Bar Bldg. Cincinnati, Ohio 
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SPRING WASHERS 


COLD ROLLED 
SPRING STEEL 


The Wallace Barnes Co. sBristoL., cONN 


SPRINGMAKERS FOR MORE THAN THREE GENERATIONS 


























@SOME STOCK 
ITEMS SHOWN 


Also ... 
SPECIAL 


FORGINGS 
To BLUE PRINT 


Telephone No 
Michigan 6535 


THE BUCKEYE FORGING CO. 


10003 Harvard Avenue -- Cleveland, Ohio 
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SCALES 


mols 
INDUSTRIES' 
EVERY NEED 


THE KRON co. 


BRIDGEPORT, CONN. 











Uninterrupted Sawing 
at full Capacity 


Because they are positively unbreakable 
and at the sd@me time are strictly high 








High speed, MARVEL High-Speed-Edge Hack 
Speed Saw Blades assure Pmore cuts per blade, 
Steel permit greater speeds, and far greater feed 
Edge pressures continuous operation of any 


machine at full capacity. 


Tough Alloy MARV E L 
Steel Back High-Speed-Edge 
HACK SAW BLADES 
Cost no more than ordinary high speed 
steel blades. They come in sizes for all 
sawing machines. Write for prices and 
name of local distributor. 
ARMSTRONG - BLUM MFG. CO. 
**The Hack Saw People’’ 
350 N. Francisco Ave., Chicago, U.S.A. 
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Results Count 


CASE STUDY No. 1 
PRODUCT— Paper processing. 


CAMPAIGN — Two full pages, four 1/4 
pages, exclusively in THE EXECUTIVE 
PURCHASER. 


RETURNS— 125 


THE EXECUTIVE PURCHASER 


is read by men whose business it is to buy, 
and who are keenly interested in products 
and sources of supply offering service 
and economy to their 
companies. 








squeegee on the sludge plate comes in direct contact with th 
floor, making for complete and positive collection in 
hopper and assuring maximum sludge density. Travelling at 
a relatively low rate of speed, it avoids undue agitation 
lighter solids and permits maximum free settling. It is adapted 
for tanks with either conical or flat bottom, but since 


eonieal for is not required to provide storage or! facilitate 


removal with this device, the depth and cost of tank construe 


tion may be materially reduced. 


“ 
See coupon page 84 


PAPER PAINT CUP 








No. 180 


por ‘ venience and economy in paint shops and _ finishing 


Ss where there are frequent changes of color or material, 
vy requiring considerable time, labor and waste in wash 
ips, this paper ip has been devised for use with standard 
spray painting equipment. It consists of a substantially con 
structed paper evlinder, one quart capacity, with flanged upper 
edge and a light metal bottom. The assembly of cup, cuy 
der, and lid is simple, and requires only a slight bending 
the fluid tube As the cup is used, it can be quickly and 
nsively replaced with another. 
N coupon page 34 
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Mr. Purchaser — 
hows this for a hotel “buy”? 


® Cleveland’s newest hotel. 


Every room an outside room with bath 
and shower. 


® Rates: $2.00 and $2.50... no higher! 


Three restaurants to satisfy your appetite 
. and your pocketbook as well. 


\ few steps from every important location 
in downtown Cleveland. 


Cleveland's 


Hotel Auditorium 


St. Clair Avenue at East Sixth Street 
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N. A. P. A. SPONSORS STUDY 






HE Exeeutive Committee of the N.A.P.A. last 

month appropriated $2,500 to aid in research 
concerning the social and economic implications of 
purchasing, the responsibility of the purchasing agent 
in the determination of price structures, and in the 
adjustments required to facilitate the operation of our 
economic system. Prof. H. T. Lewis of Harvard will 
direct the study. 


* 
VARIABLE SPEED CONTROL 


Continued from page 12 


chart has been prepared showing the numbers on the 
indicator dials for each class of work, based on the 
thickness and width of the stock and the character of 
the die. In other words the variable speed control 
units have been an important factor in standardizing 
these operations. 

As already stated, hundreds of manufacturers of 
a great variety of machines have incorporated variable 
controls as a standard part of their products. <A 
typical example of this is found in a milk pump made 
by M. T. Davidson Company of Brooklyn, N. Y. This 
equipment has been installed at the plant of the Dairy- 
men’s League Cooperative Association in New York 
and delivers milk from storage tanks to filling and 
capping machines. Variable speed is necessary to 
meet the rates required by daily plant production and 
aceording to the sizes of the bottles being filled. For- 
merly the pumps were equipped with gear boxes pro- 
viding two or three speeds, which of course did not 
offer the speed range or flexibility now available, and 
consequently were not as satisfactory. 

To show the wide diversity of applieations of 
variable speed control it is interesting to note that 
it has been used with very satisfactory results in 
sewerage treatment and water purification plants. 
For instance, a sludge feeder pump has been so 
equipped at the Westerly Sewage Treatment Plant 
in Cleveland. This is the proportioning pump which 
provides the proper amount of ferrie chloride for the 
mixing tank. The speed of this pump needs changing 
according to various conditions as they arise and the 
unit gives this control very satisfactorily. Other ma- 
chines having speed control in this plant include a 
pump for feeding lime slurry, the agitator in the mix- 
ing tank, and the revolving filter for the sludge. 

A great many more instances could be given, such 
as applications in the textile industry, the steel in- 
dustry, the metal working trades and so forth. In 
other words, wherever it is desirable to control speed 
variations with a high degree of accuracy it is well 
worth while looking into the use of such units. The 
manufacturers who make them have experienced engi- 
neers who are willing and competent to give sound 
advice on the subject and it may be had for the asking. 
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Difficult Torsion Springs 


(A)— Clock reset lever spring. Legs had to be exactly para 
when fastened down they would not make the coils bind. Per! 
ance: 100% perfect. 


(B)— Not a gay 90's bike but a tricky sewing machine thread t 
sion spring. Coils had to be flat and the upright vertical. They 


(C)— Problem here was to form all the eyes and bend 
keep the legs at the proper angle to the body —a job req 
constant inspection. 


(D)— Double torsion, slightly curved winding. A loose de 
nevertheless, had to keep its shape — which it did. 


If you have a spring problem, tell us what it is. 


Send for Interesting Catalog 


PECK SPRINGS 


AND SCREW MACHINE PARTS 


The Peck Spring Co. - 10 Walnut St. = - 


Plainville, Conn 


BETTER LIGHT 
BETTER SIGHT 


EXDERTS 


| 
«KNOW THESE LAMBS 7 


¥ 
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Hygrade Sylvania 


CORP O RATION 
SALEM MASS 


Manufact.. t 
MWLOTE tham 6) grote 


QUALITY INCANDESCENT LAMPS {> 
































































WIWAYS WELCOME” ADVERTISING 
SAYS PRESIDENT OF BIRMINGHAM FIRM” IN THIS ISSUE OF 


THE EXECUTIVE PURCHASER 
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CAN SANITARY RAC Co 


NG BLUM Co 





G SANITARY WIPERS Co 
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RATES 
BEGIN AT $3 a0 


SAD RAKE 


eee, -HICAGO 


yy LABEL Col 


EE & DavcH PAPER Co 


THE NEW 26th EDITION OF 


THOMAS’ REGISTER 


OF AMERICAN MANUFACTURERS 


The foremost Directory of Manufacturers and Sources 
of Supply published in the United States is now 
completely revised for 1936 use and is ready for 
immediate distribution. 


SEND YOUR ORDER NOW 
FOR EARLY DELIVERY AND SECURE 
A FULL YEAR’S USE OF THIS BOOK 


If you are not familiar with Thomas’ Register, send coupon 
below for details of free examination. 


SEPUBLIC STEEL CORP. Ynd cover 
{ FREE OFFER COUPON 1 toneY PLaza Hore 23 


THOMAS PUBLISHING COMPANY FOCaT Fa ee me eens SI 
469 Eighth Ave., New York City, N. Y. 


Gentlemen: 


NITARY INSTITUTE OF AMERICA 
Please send me details for thirty days free examination of the athinit 
new completely Revised 26th Edition of Thomas’ Register. _L. Snyper & Son 
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